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KENNATRACK 
SLIDING DOOR 
HARDWARE 


Kennatrack has a complete line of sliding door 
accessories to fill your need for a dependable, "one- 
source" supplier of sliding door hardware. Kenna- 
track is soundly engineered for any interior sliding 
door installation—making it possible for you to do 
a better job time after time, assuring you of con- 
tinued customer satisfaction. 





Kennatrack Series 400 is specially designed for 
heavy closed pocket applications. Other Kennatrack 
Series for open pocket, cabinet and fixture doors. 
Remember, you can solve your sliding door prob- 
lems quicker and easier with Kennatrack. 











KENNALOCK No. 420 


Kennalock is an assembled unit and 
ready to set in notch cut in 134" door. 
Locking mechanism is interchangeable 
from right to left hand on installation. 
Solid brass exterior, fingerpull in face 
plate, and safety latch for insuring 
privacy. 


NEW NO. 50 FLUSH 
)) PULL 





Solid brass flush pull for 
cabinet and wardrobe 


Q HERE ARE FEATURES OF SQW Stor vepth 3° 
q KENNATRACK SERIES 400 


Not two, not four 


but EIGHT neo- 


ST ae bie WRITE DEPARTMENT 571 


ing rollers (2). Ver- FOR FULL DETAILS 
tical door adjustment 


of %4" allowed by AVAILABLE IN LATEST 


fy, lock nut KENNATRACK CATALOG ; 





WY ace McKENNA, INC. ELKHART, INDIANA 


Specializing Exclusively in the Manufacture of Sliding Door Hardware 
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all prospective 








85% want oak... 
sales are faster 


Homes sell faster when the floors are oak. That’s because 
85% of all prospective buyers prefer oak. So it’s a good move 
for you to sell oak and cash in on a feature that’s an 


overwhelming favorite. 


This preference makes contractors partial to oak floors, too. 
They know that oak floors give a lifetime of attractiveness 


and simple upkeep to please all home owners. 


There’s a grade of oak for every style and price of home. 
And each grade has a good profit margin to build your income 


{ 
through faster sales of more homes with oak flooring. 


NATIONAL OAK FLOORING 
MANUFACTURERS’ ASSOCIATION 
Dept. 6-7-1 * Sterick Building * Memphis 3, Tennessee 





Nothing helps sell a house faster 
than good oak floors 
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Mews Briefe for the Susy Reader 


In his veto message, the President said the proposed basing-point bill 
would confuse rather than clarify the matter of delivered-price sales. He 
asserted that shippers still have the right to make delivered-price quota- 
tions and to absorb freight charges. 


* * * 


But Senators who supported the basing-point legislation call attention 
to the fact that the Supreme Court decision outlawing the earlier basing- 
point practice was followed promptly, at many points, by increased whole- 
sale prices. They think the veto will reduce competition and increase costs 
to consumers. 


+. * * 


The Housing and Home Financing Agency proposes to investigate the 
costs of marketing building materials. It may be very scientific; but the 
NRLDA suggests that the industry make a check survey of its own, to be 
sure there’s nobody in the hen house except us chickens. 


* * * 


The Census Bureau is making a sampling survey of some 350,000 
property owners to gather information about the major characteristics 
of mortgage debt on all types of residential property. Accurate statistical 
information of this kind seems to be lacking. 


* * * 


Retail lumber stocks, according to the NRLDA, have increased by 6.8 
percent as compared with figures of a year ago; and sales, during the same 
period, have increased by 26.6 percent. In some instances prices have 


zoomed up like crazy. 
; * * * 


A proposed grade rule for Milpak, the new packaged hardwood lumber 
developed from low grade material, has been worked out and is being 
presented to the National Hardwood Lumber Association. Milpak may 
well open new hardwood markets to retail dealers. 
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OR. HOBART SOMMERS, assistant superintendent of Chicago schools is shown con- 
sratulating the winning model house builders and presenting each with a check for $100. 
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CONSTRUCTION 
Home building activity helps 
make May record of $1.9 billion 

CONSTRUCTION activity set a 
new record in May, exceeding even 
the seasonal peaks of the fall of 
1948 and 1949, according to a re- 
port released by the U. S. Depart- 
ment of Labor’s Bureau of Labor 
Statistics and the Construction Di- 
vision of the U. S. Department of 
Commerce. 

New construction valued at 
more than $1.9 billion was put in 
place in May, a_ greater-than- 
seasonal increase of 14 percent over 
the April estimate and 23 percent 
more than the May, 1949, total. 
Further expansion in private home- 
building activities accounted for 
nearly half of the advance from 
the preceding month and for more 
than three-fourths of the increase 
over May a year ago. Highway 
construction also rose substantially 
last month, and practically all other 
types of construction activity ex- 
panded seasonally. 

Private construction put in place 
in May amounted to $1.4 billion, 
an increase of 12 percent over April 
and 27 percent more than in May 
last year. Private homebuilding 
outlays, estimated at $825 million, 
were up 15 percent over the month 
and 56 percent from a year ago. 


MODEL CONTEST 


Chicago students build 500 
miniature homes for Home Fair 


More than 500 Chicago area high 
school students have been amateur 
house designers and builders this 
spring, competing for a total of 
$1800 in prizes. The contest, spon- 
sored by the Chicago Herald- 
American and the Chicago Metro- 
politan Home Builders, was con- 
cluded at the Greater Chicago 
Home Fair, held May 14-21, when 
the awards were made on the basis 
of votes cast by persons attending 
the Fair. 

Credit for engineering the proj- 
ect goes to Dr. Hobart Sommers, 
assistant superintendent of the 


7 























Chicago schools and to Phil Creden, 
advertising manager, Edward 
Hines Lumber Company. Both 
agree that the good influences of 
the contest, from educational, 
morale, and practical standpoints 
will have an important influence 
on all the young people who par- 
ticipated in it. 

According to Creden, several 
noteworthy facts were proved by 
the contest. Of the hundreds of en- 
tries, no two were duplicates, prov- 
ing again that choice of home de- 
sign is entirely a matter of per- 
sonal taste. The meticulous and 


painstaking work that the boys and 
girls put into their models graphi- 
cally indicates how important a 
home is to even these youngsters, 
whose home purchasing days are 
still some years in the future. 

The contest as conducted this 


year in Chicago is a direct out- 


growth of the model home building 
program inaugurated by THE 
AMERICAN LUMBERMAN several 
years ago, and conducted in many 
communities throughout the coun- 
try by retail lumber and building 
products dealers with schools and 
other youth organizations. Dealers 














mark when you buy -- 


A-Y 


Looking for well-manufactured Ponderosa Pine yard and 
shed stock, factory iumber, industrial items? Look to the 
familiar Alexander-Yawkey trade mark. It’s your assur- 


ance of fine quality stock. 


Consult us on your next requirements. We specialize in 
dependable quality Ponderosa Pine lumber — in straight 
giving you an assortment of 
Ponderosa yard and shed items with Fir and Larch 
All Alexander-Yawkey lumber is precision 
manufactured—properly kiln dried and accurately graded. 


cars or mixed cars 


dimension. 


Consult your local supplier for sash and doors 


LOOK for the Familiar 


Alexander-Yawkey trade- 


made from our Ponderosa Pine. 





* PONDEROSA PINE 


* FIR and LARCH 
DIMENSION 


Alexander-Yawkey Lumber Co. 


PRINEVILLE, OREGON 


Member Western Pine Association 





Member Ponderosa Pine Woodwork 





interested in a similar project may 
obtain a copy of the contest rules 
by writing to AMERICAN LUMBER- 
MAN, 139 N. Clark St., Chicago. 


JOBBERS MEET 


Southern group holds its 
annual meeting at Memphis 


SASH, door and window manu- 
facturers have been able to supply 
the mounting demand because there 
hasn’t been enough shop lumber 
available to meet requirements, R. 
D. Scamehorn, Oshkosh, Wis., told 
the annual meeting of the Southern 
Sash & Door Jobbers Association 
at Memphis. 

Mr. Scamehorn, president of the 
National Woodwork Manufacturers 
Association, said that building 
starts were up about 135 percent 
over last year. Orders for open 
sash are up 127 percent while pro- 
duction has increased but 12% 
percent; orders for doors are up 
115 percent and production is up 
only 8 percent; orders for hard- 
wood doors are up 66 percent and 
production has increased only 32 
percent, and orders for exterior 
frames are up 143 percent and out- 
put is up only 46 percent. 

Mr. Scamehorn said the shortage 
of West Coast softwood shop lum- 
ber was the cause. He said that 
many buyers of sash and door were 
offering premiums for them but the 
industry largely was trying to keep 
prices under control. “We don’t 
want to price ourselves out of the 
market,” Mr. Scamehorn said. He 
paid tribute to the Northwest 
manufacturers of lumber stating 
that the same conditions existed 
there but that they, too, were reso- 
lutely endeavoring to hold the price 
line. Mr. Scamehorn added, how- 
ever, that wage increases had been 
made in both industries and that 
these were necessarily added to 
material costs. 


Charles E. Devlin, Seattle, Wash- 
ington, said that demand for fir 
doors was the highest in five years 
being 1,012,000 in April and 1,- 
240,000 in May. For the first five 
months of the year, he said, orders 
were for 4,521,000 doors—a 55 
percent increase over a year ago 
for the same period. Output for 
the first five months was only 3,- 
625,000 doors, but this, he said, 
was 39 percent more than the num- 
ber — 2,600,000 — produced during 
the same period last year. Unfilled 
orders represent 272 percent of pro- 
duction, he said. “There is a de- 
mand for 126 doors for every 100 
produced,” Mr. Devlin added. “In 


July 1, 1950, AMERICAN LUMBERMAN & 
y a 3 








Ly 
eS 


u- 
ly 
re 
er 


1d 
rn 
on 





YOU CAN 
REACH MORE PEOPLE 
SELL MORE GOODS 








Highway displays will sell merchandise—they are 

selling the best names in America right now! In this : 

important advertising field no organization approaches AND 

National Advertising Company for thorough cover- 

age, dependable service and complete responsibility. ol 


National Highway Displays with Scotchlite* Reflective 
Sheeting will sell your product anywhere in America, 
24 hours a day at very low cost. Write for case histories 
and specific information in your own field. National 
Advertising Company, Waukesha, Wisconsin. 


AMERICA’S SMARTEST ADVERTISERS 
ARE GOING NATIONAL! 


NAMES THAT GO NATIONAL—Alemite ¢ American Broadcasting Company 
Auto-Lite ¢ Buick ¢ Burd Piston Rings @ Chevrolet © Chrysler © Cooper 
Tire @ Dayton Tires @ Devoe & Raynolds Paint @¢ Dodge-Plymouth 
Du Pont e Evinrude Motors e Fisk Tires @ Ford @ Fox Head Brewery 
Glidden Paints ¢© Hamm Brewing Company ¢ Hudson ¢ International 
Shoe Company ¢ Kaiser-Frazer @ Lincoln-Mercury © Martin-Senour Paints 
Miller Brewing @ Mohawk Tires @ Nash @ Oldsmobile ¢ Pennzoil 
Pepsi-Cola @ Philco © Pontiac @ Pyrofax @ Quality Bakers of America 
Seiberling Tires @ Society Brand Clothes e@ Studebaker @ U. S. Tires 
Willys-Overland, and other sectional and local advertisers. 













*Reg. Trademark of Minnesota 
Mining & Mfg. Co., St. Paul, Minn, 


\| dtional Advertising Co. 


WAUKESHA, WISCONSIN 
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'NDOW Glass 
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Pexnvernon WINDOW GLASS 


PITTSBURGH 









4 
DECALCOMANIA 


HEN you put these effective Pennver- 
Wioor sales aids to work, you're sure of 
boosting your volume and profits on this 
quality window glass. For Pittsburgh has 
built for you a promotion campaign on 
Pennvernon Window Glass that includes all 
the essential ingredients for a successful sales 
effort. 

Just review this list of hard-hitting “silent 
salesmen” that are available to help you do 
a bang-up job: 


” 


1. An eye-catching decalcomania that identifies your 
store as “headquarters” for Pennvernon Window 
Glass. 


2. A “stopper-reminder” counter easel. 


3. An attention-getting window card, plus an in- 
genious three-piece window streamer that will 
guide passers-by into your store. 





4. Two sales-producing folders for mailing and “give- 
away.” 
5. Business-getting newspaper mats. 


Make sure that you get an adequate supply 
of these Pennvernon sales aids. Then, use 
them for all they’re worth. Why not get in 
touch with your Pittsburgh Plate Glass Com- 
pany branch or jobber right away? 


GLASS - CHEMICALS + BRUSHES - PLASTICS 


ee oe iASS COMPAN.Y 








May 975,000 doors were made. This 
is 200 percent of the production 
average for the last ten years.” 
M. C. Davidson, Houston, Texas, 
was elected president of the Job- 
bers. He succeeds C. E. Hughes, 
Greenville, S. C. John Kilpatrick, 
Oklahoma City, Okla., was named 
vice-president and Clarke S. Mc- 
Donald, secretary-treasurer. Head- 
quarters of the Association are in 
the Sterick Building at Memphis. 


MARKETS 


Boom times continue to 
effect supplies and prices 


With 140,000 house starts in 
May and an unlooked for volume 
of commercial and industrial con- 
struction, most materials are edg- 
ing upward, with at least local 
shortages developing in some items. 

A western Canadian lumber 
strike was forestalled, but the Wey- 
erhaeuser tieup continues. Demand 
for lumber has completely outrun 
supplies, but some reports suggest 
a plateau may have been reached. 

Various steel items, gypsum lath 
and cement are some items on 
which spot shortages have been re- 
ported. 


TACOMA — Under the impetus 
of a wave of demand and buying 
reminiscent of the war time boom 
days, the lumber market is en- 
joying a seller’s holiday. Inquiries 
are mounting to flood proportions 
and the only thing that keeps or- 
ders from doing likewise is a re- 
luctance on the part of manufac- 
turers to commit themselves be- 
yond reasonable production expec- 
tations. Under such a _ stimulus 
prices of course are skyrocketing. 
The situation is traceable both to 
heavy requirements of the con- 
struction industry in all fields and 
to the fact that strike bound Wey- 
erhaeuser plants are temporarily 
out of the market. Aside from the 
Weyerhaeuser (CIO) strike, the 
labor horizon for the industry gen- 
erally at the moment appears to be 
relatively cloudless. There is every 
indication that the industry be- 
lieves present conditions will con- 
tinue indefinitely. Officials in 
charge of auctions of publicly 
owned timberlands, both state and 
federal, report that bidding at re- 
cent sales has reached unprece- 
dented proportions. At virtually 
every sale, the going price has been 
approximately three times the ap- 
praised valuation fixed by the 
cruisers prior to the sale and there 
have been plenty of bidders. 


SEATTLE—Log inventory as of 
June lst made gains in all three 
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cal MASTER BASEMENT WINDOW 
ms. 
ber Here's the very finest in steel basement windows—built 
rey- Y 
onl for weather, built to last, built to operate freely and easily 
won year after year. Superior reinforced, specially formed 
rest frame provides maximum strength and a TIGHT weather- 
red. proof fit. Swings open to any desired ventilation position. 
lath Screens and storm sash available. The best dealers can 
on offer in premium quality at reasonable price! 
re- 
tus 
ring 
om STANDARD BASEMENT WINDOW 
en- 
ries Years of rugged, in-use service endorse the value of this 
— low-priced steel window. Yet it doesn't sacrifice construc- 
a tion for price. Supporting arms keep vent in place when 
a, opened for better operation, greater safety. !/," hot rolled 
a: sections guarantee years of extra life. Wide fins and broad 
pec- sill assure easy installation and weather-tight fit. Partial or 
ilus 100% ventilation with a cam latch that STAYS LOCKED. 
ing. Screens and storm sash available. 
1 to 
20n- 
and ‘ 
rev. | IT'S A WELL-ROUNDED LINE: OTHER WINDOWS, BUILDING PRODUCTS 
rily OFFERING DEALERS SUCH SALES HELPS AS NEWSPAPER MATS, LITERATURE, DISPLAY 
the STANDS AND DIRECT MAIL ADVERTISING TO BUILDERS AND CONTRACTORS 
the LUMINUM BASEMENT WINDOWS STEEL UTILITY WINDOWS COMMERCIAL STEEL WINDOWS 
yen- 
» be 
ery Builders’ choice for Available in small and 
be- THE weathertight win- large sizes for widespread 
20n- [keng” dow for garages, filling use in commercial and in- 
in 1) stations and other small dustrial buildings. Either 
icly buildings. Positive act- one or two vents, with 
s ing cam latch locks vertical mullion bars avail- 
and tight; hot rolled sec- able to combine windows 
re- No painting, no upkeep required for this tions are designed for in groups. Heavy hot 
ece- Aluminum Basement Window built for heavy use. Vent opens rolled sections; vents swing 
ally LASTING beauty. The "last word" for inward to give deflect- inward, and lock tight. 
ie modern homes—matching upper story alu- ed ventilation. Screens Built for easy installation, 
een minum windows. available. rugged use. 
ap- 
the 
Sl SOLD THROUGH DEALERS 
mam KEWANEE MANUFACTURIN COMPANY 
iree 750 BURLINGTON AVENUE, KEWANEE, ILLINOIS 
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When you show all four Wal-lite de- 
signs you increase your opportunity 
for a larger sale. Many folks think 
only of renewing the lower half of 
their walls with Tile Pattern while the 
other patterns of Paralel-line, Smooth 
Surface and Streamline suggest a com- 
plete wall and ceiling job. 


Tile Pattern and Paralel-line are ideal 
for walls from floor to ceiling, with 
Smooth Surface covering the old ceil- 
ing. Other combinations are: Tile 
Pattern on lower half of walls and 
either Paralel-line, Smooth Surface or 
Streamline on upper half. Other inter- 
esting combinations may be obtained 
by using two different colors in the 
same pattern. 


Don’t miss these opportunities of in- 
creasing your sales and profits. Stock 
and show Wal-lite’s complete range of 
patterns and colors. 


Your Jobber Can Help You. 


Manufacturing Company” 
10th-& Fayette, N. Kansas City, Mo. © 
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districts. Supplies on Puget Sound 
went up 12,000,000 feet; on the 
Columbia River, 24 million and at 
Grays Harbor 10 million. This 
gain is more apparent than real 
inasmuch as the mills are short of 
logs. 

The woods continue dry. A 
threatened strike in British Colum- 
bia has been averted and it is 
thought here that its settlement 
will shorten the Weyerhaeuser 
strike, now in its fourth week. 
Some incipient strikes have af- 
fected shingle production. Log im- 
ports from British Columbia in 
May amounted to 6,000,000, below 
the quota set by Canada. Outlook 
is not good for increased log pro- 
duction at this time. Demand- 
prices — Demand continues very 
strong with prices leveling. Again 
as a month ago, common talk has 
it that the present market has 
reached its top. While dimension 
lumber still has the biggest call, 
upper items are more active, par- 
ticularly flooring. Car shortages on 
the Southern Pacific are serious. 
Some firms can get but 50 to 60 
percent of the cars needed. Prices 
are so high buyers do not want to 
buy any lumber for holding but 
the favorable sales figures tends to 
make mills more receptive to or- 
ders. Some believe the market is 
due for a break; others that the 
demand will go on for the rest of 
the year with prices remaining 
high. Idaho pine mills are still out 
of the market. Many believe fir 
commons have reached their peak. 
Timbers bring up to $80-85. 


MEMPHIS — Boom conditions 
continue in the hardwood industry 
despite the fact that sales eased 
off slightly as June neared its end. 
This was attributed largely to the 
start of the furniture shows up 
North and the disposition of fur- 


niture makers to see what the 
retailers would buy. 

Unsold stocks of hardwoods in 
the yards of the manufacturers are 
low. Inventories have never been 
completely re-established since 1946. 
The larger manufacturers of hard- 
woods have been struggling to 
prevent prices getting out of hand, 
having long since come to the 
realization that when prices of 
hardwoods get too high demand 
turns to substitutes. 

Despite the overwhelming de- 
mand for oak flooring—and which 
has caused some flooring manu- 
facturers to cease taking orders— 
prices of flooring oak have held 
steady and with little change. This 
is a tribute to the lumber manu- 
facturers, many of whom have 
been importuned to sell oak to new- 
comers at a premium. Flooring oak, 
red and white, No. 1 common has 
held at around $100 per thousand; 
No. 2 common—the grade most 
largely used—at around $77. This 
accounts for little more than the 
prevailing price at the beginning 
of the year when the 75-cent-an- 
hour wage minimum was not in 
effect. Plain red oak, 4/4 stock, is 
around $155 for firsts and seconds. 
Plain white oak, firsts and seconds, 
are about $165. 


KANSAS CITY—The South- 
western lumber market continued 
to show marked strength while 
prices hold steady at recent ad- 
vances and demand well in excess 
of supply. Heavy rains in various 
parts of the district hampered op- 
erations and caused the _ back 
order file to spurt. 

Mills still refused to quote firm 
prices in many instances and the 
price is set at time of delivery. 
Because of the appreciable better- 
ment in the market a large number 
of small and medium-sized mills 





ARMSTRONG'S POLICY BOARD AT DISTRIBUTORS’ CONVENTION 





Merew ry 


NEWLY-ELECTED and retiring members of the policy board of wholesale distributors 


of Armstrong’s Building Materials are presented at the distributors’ third annual con- 
vention following district elections. From left, to right are: R. K. Becker, Ohio Valley 
Hardware & Roofing Company, Evansville, Ind. and W. B. Johnson, Delmarva Sash and 
Door Company, Lancaster, Pa., retiring policy board members; J. V. Jones, Armstrong 
Cork Company, Lancaster, convention chairman; and the newly-elected members: T. J. 
Jones, Pacific Yard Service, Portland, Ore.; George W. Rummel, U. S. Mengel Plywoods. 
Inc., Houston, Tex.; Walter G. Meyer, W. H. Pipkorn Company, Milwaukee, Wis.; and 
W. C. Gibson, Dalton-Wholesate Supply Co., Glendale, N. Y. Not present were the two 
other retiring board members, P. L. Ullom, Sweetwater Sash & Door Company, Sweet- 
water, Tex., and R. L. Bardwell, Bardwell-Robinson Company, Fargo, N. D. 
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Attractive residence in Caldwood, Texas, roofed with K&M “Century” No. 5 Asbestos- 
Cement Shingles. Contractor: Morrogh's Home Building Service Company, Beaumont, Texas. 


Three reasons why it pays to specify 
KeM “CENTURY? ASBESTOS-CEMENT SHINGLES 


When a builder asks, “Which roof is 
best?”, you're on firm ground when you 
recommend ‘Century” Asbestos-Cement 
Shingles. Tell him to consider these facts: 


Smart, modern appearance pleases 
every home owner! K&M Asbestos 
Shingles are attractively tex- 
tured with built-in colors. The variety 
of colors— White, Black, Spanish Red, 
Surf Green, and Graytone—means 
every owner’s taste can be satisfied! 


Amazing durability makes a better 

roofing job! K&M Asbestos 

Shingles resist fire, weather, 
rot, rust and termites—the roof will 
‘ast the lifetime of the house! 


Owners appreciate the three-way 
economies! The moderate initial 
cost of K&M Shingles starts 
he savings. Then, they are specially 


Buitpinc Propucts MERCHANDISER 


designed for quick, easy application— 
save both time and labor. And finally, 
K&M Asbestos-Cement Shingles don’t 
ever need painting to provide perfect, 
lasting protection! 


With outstanding advantages like these, 
you can see how easy it is to build business 
—increase profits—with K&M “‘Century”’ 
Asbestos-Cement Shingles. And; as an im- 
portant plus, your sales efforts get steady 
support from K&M advertising in such 
influential publications as TimzE, CouNTRY 
GENTLEMAN, SUCCESSFUL FARMING, AMER- 
ICAN BUILDER, PRACTICAL BUILDER, AMER- 
ICAN ROOFER & SimwiInG CONTRACTOR, 
NATIONAL RooFerR, and ARCHITECTURAL 
Forum. Cash in on K&M Shingles—get 
full information from your K&M Distribu- 
tor, or write us direct. 
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About the Ka M Shingles 
on the above residence... 


K&M “Century” Asbestos No. 5 
Shingles. American method 
appearance; random width, 
thatched butt construction. Each 
unit covers over 1 sq. ft. of exposed 
area. Application cost is low— 
only 90 shingles per square; 2 
nails per shingle; self-aligning. 
Suitable for reroofing—in the 
application shown, K&M Shingles 
were applied directly over old 
wood shingles. No. 5 Shingles 
give complete weather protection 
on roof pitches as low as a 4’ 
rise per foot. 





® 


KEASBEY & MATTISON 
COMPANY > AMBLER + PENNSYLVANIA 


Original manufacturers of Asbestos-Cement Shingles in this country. 

















that had closed down last fall on 
the East side of the Mississippi 
are returning to operate and this 
should help the supply picture this 
summer. In a few instances some 
mills are running an extra shifi 
but this has not been practical. 
Lumbermen noted that for the 
first time in years the prices re- 
ceived for boards on the east side 
were the same as for those pro- 
duced on the west side of the river. 
The No. 2, 8-inch kiln-dried boards 
were bringing $80 a thousand in 
both areas. Ordinarily the east side 
sells at a discount. Air-dried stock 


was selling at $78. For 6-inch 
boards the price for kiln-dried was 
$75 to $78; air-dried brought $75. 

In the dimension class, 2x4s in 8 
and 10-foot lengths were quoted at 
$77 and the 10 and 14-foot lengths, 
$75. The 2x6s were $75; the 2x8s, 
$75 to $80, and the 2x10s, $80 to 
$85. Finish held steady at around 
$150 to $160 for c & btr. 


LUMBER—NATIONAL 


Lumber shipments of 419 mills 
reporting to the National Lumber 
Trade Barometer were 1.4 percent 
above production for the week end- 
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“its in the Bag - 


YOU’LL GET MORE BUSINESS when you tell your,prospects 
about IJnsulating Plaster’... 
Acoustical Plaster... 
when you hit it with a hammer... 
ean drive nails without chipping... 
SCHUNDLER’S VERMICULITE PLASTER AGGREGATE 
SCHUNDLER’S CORALUX* PERLITETAGGREGATE 


Schundler’s Coralux Perlite Aggregate is made 











Fireproofing Plast ee 
Plaster that dents but doesn’t crack 
Plaster in which you 
all made with 


from heat-expanded volcanic 
glass granules, less’. than 
1/12th the weight of sand, 
filled with thousands of tiny 
glass air cells. When mixed 


~ with fibred gypsum it forms 
VERMICULITE crack- arene 2 — = 
superior fire-proofing an 
INSULATING sound-absorbing qualities, 
PLASTER and high insulating value. 
©) It‘s lighter and whiter! 

AGGREGAT 4 UN Sehundier 2 factory - gp 
He Sales Engineers are ready to 
FIREPROOF p R Ane help you with sales and tech- 

EASY TM APPLY L ! TE nical problems. 

LIGHT WEIGHT - 
REDUCES DEAD LOAD WRITE TODAY FOR SPE- 
RESISTS CRACKS CIAL LITERATURE AND 
SOUNO- ABSORBENT PUSTE DEMONSTRATION SAM- 
ALL MINERA R AGGREGATE PLES, TO DEPT. A 
T™S 06 Contasms appaox 4¢y FIREPROOF 
Mentatoed Bs IG *Trade-mark 
FE.SCHUNDLER & C0 enkltT Weigh 
SOLIEy 1) mG Sk AMD RESISTANT 
4 es Pre APPaOx J¢y FT. 
~~: “ts sume PUNDLER Eco, ln. 
ay. 
ONG 1SLaNo city, HY. 


JOLIET, ILL. 


e 





LONG ISLAND CITY, N. Y. 


14 





ing June 10, 1950. In the same 
week new orders of these mills 
were 3.9 percent above production. 
Unfilled orders of the reporting 
mills amounted to 60 percent of 
stocks. For reporting softwood 
mills, unfilled orders were equiva- 
lent to 27 days’ production at the 
current rate, and gross stocks were 
equivalent to 43 days’ production. 


For the year-to-date, shipments 
of reporting identical mills were 
12.3 percent above production; or- 
ders were 17.5 percent above pro- 
duction. 


Compared to the average cor- 
responding week of 1935-1939, pro- 
duction of the reporting mills was 
59.9 percent above; shipments 
were 68.3 percent above; or- 
ders were 83.5 percent above. Com- 
pared to the corresponding week 
of 1949, production of reporting 
mills was 3.7 percent above; ship- 
ments were 5.6 percent above; and 
new orders were 18.6 percent above. 


DOUGLAS FIR 


The weekly average of West 
Coast lumber production in May 
was 221,980,000 b.f. or 135.3% of 
the 1945-49 average. Orders av- 
eraged 207,128,000 b.f.; Shipments 
231,312,000 b.f.; Weekly averages 
for April were: Production 223,- 
839,000 (136.4% of the 1945-1949 
average); Orders 253,882,000 b.f.; 
Shipments 225,898,000 b.f. 

Twenty-two weeks of 1950 cumu- 
lative production 4,081,052,000 b.f.; 
Twenty-two weeks of 1949, 3,999,- 
645,000 b.f.; Twenty-two weeks of 
1948, 4,142,798,000. 

Orders for twenty-two weeks of 
1950 breakdown as follows: Rail 
3,182,530,000 b.f.; Truck 196,248,- 
000 b.f.; Domestic Cargo 1,016,- 
946,000 b.f.; Export 70,666,000 b.f.; 
Local 265,258,000 b.f. 

The Industry’s unfilled order file 
stood at 889,383,000 b.f. at the end 
of May; Gross Stocks at 652,411,- 
000 b.f. 


SOUTHERN PINE 


Production of Southern Pine by 
the 118 mills reporting to the 
Southern Pine Association for the 
week ending June 10, 1950, 
amounted to 18,809,000 feet. This 
was 0.02 percent above the three 
year average. Shipments during 
the week amounted to 20,559,000 
feet, or 9.3 percent above produc- 
tion and 9.33 percent above the 
three year average. Orders for the 
period totaled 18,583,000 feet, 
slightly less than production and 
1.18 percent below the three year 
average. 
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most profitable Weath 





-. . start rolling toward the 
er Strip selling season in your history! 








helps you in all these ways! 








* NY 
es 


} 
Colorful, compact counter dis- 
play and dispenser. Holds 500-foot 
reel of Inner-seal. 


Get ready for record-breaking weather 
stripping sales! 

Inner-seal, the live rubber weather 
stripping introduces a 1950 Selling Cam- 
paign that's bound to increase your volume! 

Plan now to tie in 100% with this 
aggressive, hard-hitting promotion! 

Get complete details from your jobber 
or write direct! 





ca 


Inner-seal Weather Strip Cushion 
for overhead garage doors. Neatly 
boxed in 8-foot lengths. 

















Large-scale advertising month 
after month in leading magazines 
builds sales for you! 








Se OAs 


Complete Merchandising! 
» WINDOW POSTERS i -DOOR-JAMB Envelopes 


to dress up yourwindows, dispense free ‘‘How-to- 
doors, counter fronts Install’ folders 


~ NEWSPAPER MATS — > RADIO SPOTS 


a sales-building tie-in short, peppy selling mes- 
with Inner-seal's national sages that pull customers 
advertising into your store 


e HOW-to-INSTALL Folders 


give easy-to-follow directions 
for weather stripping correctly 


FABRICS, INC. 


Bridgeport 1, Connecticut 
Est. 1837 
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WESTERN PINE 

Ninety-three mills reporting to 
the Western Pine Association for 
the week ending June 10, 1950 cut 
72,045,000 feet, compared to 
60,972,000 feet for the previous 
week. Shipments for the period 
amounted to 68,910,000 feet while 


orders totaled 67,862,000 feet. 
Shipments were 4.4 percent below 
production while orders were 1.5 
percent below shipments. Cross 
stocks at the week’s end stood at 
575,485,000 feet, compared to 782,- 
811,000 feet at the same time a 
year ago. 





The LUMBER MARKET 


The following index is intended merely as a check on buying practices. It is 
a compilation and average of mill prices at press time and should not be con- 
sidered as current on the day the magazine is received. The prices should be 
useful in following market trends and as a check on purchases made approxi- 
mately ten days before receipt of the magazine—the Editors. 


DOUGLAS FIR 


Vertical Grain Flooring 


B&Btr. Cc D 
BO wareiee pia wataole 160.00 150.00 110.00 
Flat Grain Flooring 
RE Heticeaweneen 130.00 85.00 


1 
ee ee ee 143.00 18 
Drop Siding 


8.00 110.00 


1x6 (Pat. $106).150.00 145.00 115.00 
1x6 (Pat. #116).155.00 150.00 115.00 
Ceiling 
WR Side esiexae 115.00 110.00 70.00 
ee whale OOo we 120-130 115-125 100.00 
Boards and 
Shiplap 1x6 1x8 1x10 1x12 
No. 1 . 75.00 75.00 75.00 75.00 
No. 2 ... 70.00 70.00 70.00 70.00 
No. 3... 66.00 66.00 66.00 66.00 


No. 1 Dimension 
12’ 14’ 16’ 18’ 20’ 





2x4 ..81.00 81.00 81.00 81.00 81.00 

2x6 ..80.00 80.00 80.00 80.00 80.00 

2x8 ..80.00 80.00 80.00 80.00 80.00 

2x10 .80.00 80.00 80.00 80.00 80.00 

2x12 .80.00 80.00 80.00 80.00 80.00 
No, 2 Dimension 

2x4 ..75.50 75.50 75.50 75.50 75.50 

2x6 75.50 75.50 75.50 75.50 75.50 

2x8 ..75.50 75.50 75.50 75.50 75.50 

2x10 .75.50 75.50 75.50 75.50 75.50 

2x12 .75.50 75.50 75.50 75.50 75.50 
No. 3 Dimension R/L Only 

2x4 ..65.00 eos er 

2x6 ..63.00 

2x8 ..62.00 

2x10 .59.00 

2x12 .59.00 a cade — ete 

(Add 8-10 for dry lumber.) 

REDWOOD 
Finish 

%x 6 A&Btr. Siding............ 105.00 
%x 8 A&Btr. Siding............ 130.00 
 S 8 Bier. BIG. ...cccccece 170.00 
% x 10 A&Btr. Siding............ 175.00 
2 ME Ncicccenscacecesncew 165.00 
a eee ee ee 175.00 
Bee Gs ths 6:4 cde ge wk 64.6 o eucaiee 195.00 
ee fF a ee eee 205.00 
Pe Ec chetee ce nddamaned oe 215.00 


Prices for red cedar siding in mixed 
cars, new bundling 6 to 18’ are: 


Beveled Siding, % inch 


Clear A B 
eee 80-84 78-82 60-62 
er 98.00 96.00 78.00 
Se decane 125-135 123-133 95-100 
OS Bee secees 150-160 148-158 105-115 
Clear Bungalow Siding, %4 inch 
S MGe acceus 164.00 162.00 maaine 
£2. 195.00 193.00 150.00 
ck ae: 215.00 213.00 160.00 
oy See waucwes 205.00 203.00 115.00 


Finish, B and Better S2 or 4S, 
6-18’ or rough 


i a Brrr rere 145.00-165.00 

ae As hin’ aiclarta ee aC oneied eva ioe 175.00 

2 eee eee 185.00 

Ceiling or Flooring B and RBtr, 9-16’ 
B&Btr. cS D 

er 100.00 97.00 85.00 

Da Vavsvesivesexe 100.00 97.00 85.00 


SOUTHERN PINE 


Vertical Grain Flooring 





B&Btr C D 
ee eee re 190.00 180.00 135.00 
Flat Grain Flooring 
eS Gemeecners 170.00 160.00 123.00 
See 170.00 160.00 123.00 
Drop Siding 
1 x 6 Pat. #106.170.00 160.00 123.00 
1 x 6 Pat. #116.170.00 160.00 . 123.00 
Ceiling 
errr 155.00 145.00 110.00 
EE aeiecadaiwe else  SweRe.  serere 
Boards and 
Shipiap 1x6 1x8 1x10 1x12 
No. 1 ..120.00 120.00 120.00 120.00 
No. 2 .. 82.00 82.00 82.00 82.00 
No. 3 .. 74,00 74.00 74.00 74.00 
No. 1 Dimensfon 
12’ 14’ 16’ 18’ 20’ 
2x 4.83.00 85.00 89.00 92.00 92.00 
2x 6.83.00 85.00 89.00 92.00 92.00 
2x 8.83.00 85.00 89.00 94.00 94.00 
2 x 10.90.00 90.00 90.00 92.00 92.00 
2 xX 12.98.00 98.00 101.00 104.00 104.00 
No. 2 Dimension 
2x 4.75.00 79.00 81.00 84.00 84.00 
2x 6.72.00 74.00 75.00 78.00 78.00 
2x 8.75.00 74.00 75.00 76.00 76.00 
2x 10.81.00 82.00 81.00 84.00 84.00 
2x 12.76.00 76.00 76.00 82.00 82.00 
No. 3 Dimension R/L Only 
2x 4.57.00 ene waar wine ow 
2x 6.54.00 =e mien anor 
2x 8.54.00 aiane anes ec eaiw 
2 x 10.55.00 ‘wai weer erhlast ewe 
2 x 12.55.00 inc’ harakeg eters slew 
WESTERN PINES 
PONDEROSA PINE 
Selects, 
S2 or 4S 4/4 RW 5/4 RW 6/4 RW 
2 | ae 230.00 235.00 240.00 
Shop, S82 No. 1 No. 2 
Os SEES 2) OST 135.00 115.00 
co, ae EE ie epee pe 135.00 120.00 
Commons, S2 or 48 No. 2 No. 3 
SS A ene 115.00 79.00 
NI UM sgh Se eesti a cll en Sie 110.00 76.50 
Trim 1x4 1x5 1x6 1x8 
Uppers RL...... eer Sgue paces 
=o See ‘ 
Ss 2 ee 
Idaho White Pine 
Selects, S2 
or 48 1x4 1x6 1x8 5/64 RW 
= - ae wielast aaewe er oles 
eo S2or4S No.1 No. 2 No. 3 
ME CNBC ebtanNee ecules Soweae . “saideubd 
1x12 


Sugar Pine 
Selects, S2 or 4S 


4/4 RW 5/4 RW 6/4 RW 


B&Btr. RL 270.00 270.00 270.00 
2 er 260.00 260.00 260.00 
i -ee 245.00 230.00 230.00 

Shop, S28 No. 1 No.2 No.3 
EW Sean ssttedumomren, “Ghee Saace 
EE inelerk os sic urelaotnerd ~  fartinacte ol Norte es 
8/4 





RED CEDAR SHINGLES 


Royals 
ee ie of ee eee 18.50 
ee ae eee ee 12.50 
on ERA eee ere 6.00 
Perfections 


1—18”-5/2% 


soils ne dada esate 13.00-14.50 
2—18"-5/2, 7 


Pag tat tice aah tania: © 7.50 


SEE POPE oss beet cswes 4.50 
XXXXX 

Rk . Bere 12.00-13.00 

Tepes 7.25 

Oe OER MEE Se diciice oe dieninede ee 4.25 


ENGLEMAN SPRUCE 


Boards & : 
Shiplap 1x6 1x8 1x10 1x12 


No. 2&Btr...94.00 92.00 92.00 93.00 
No. 3&Btr...78.00 81.00 81.00 86.00 


No. 1 Dimension ; 
i 12’ 14’ 16’ 18’ 20 


2x4 ..80.00 80.00 80.00 82.00 82.00 
2x6 ..79.00 79.00 79.00 81.00 81.00 
2x8 ..79.00 79.00 79.00 81.00 81.00 
2x10 .79.00 79.00 79.00 81.00 81.00 
2x12 .79.00 79.00 79.00 81.00 81.00 

No. 2 Dimension 

“4 - _78.00 78.00 78.00 80.00 80.00 
8x6 ..77.00 77.00 77.00 79.00 79.00 
2x8 ..77.00 77.00 77.00 79.00 79.00 
2x10 .77.00 77.00 77.00 79.00 79.00 
2x12 .77.00 77.00 77.00 79.00 79.00 


(Boards graded No. 1, 2, 3 at flat 
price; no price for straight No. 2. Mills 
do not grade out No. 3 dimension sepa- 
rately as in fir.) 


WESTERN HEMLOCK 


Vertical Grain Flooring 





B&Btr. S D 
Ee eee 145.00 35.00 90.00 
Flat Grain Flooring 
1x4 Ee re 115.00 110.00 80.00 
BEL cae ered ere ols 135.00 130.00 100.00 


Drop Siding 
1x6 (Pat. #106) .148.00 


135.00 110.00 
1x6 (Pat. #116).148.00 135.( 


0 110.00 

Ceiling 
5g “sy Pa rer 105.00 100.00 60.00 
S, |< ee ere 120.00 115.00 70.00 


Boards and 
Shipl iry 
—s x6 1x8 1x10 1x12 





No. 1 81.00 81.00 81.00 $1.00 
No. 2 ... 76.00 76.00 76.00 76.00 
No. 3... 70:00 70.00 70.00 70.00 
iO. sion 
No.1 we 7 16° 18° 20° 
2x4 ..87.00 87.00 88.00 88.00 88.00 
2x6 ..86.00 86.00 86.00 86.00 86.00 
2x8 ..86.00 86.00 86.00 86.00 86.00 
2x10 .85.00 85.00 85.00 85.00 85.00 
2x12 .85.00 85.00 85.00 85.00 85.00 
No. 2 Dimension 
2x4 ..84.00 84.00 84.00 84.00 84.00 
2x6 ..82.00 82.00 82.00 82.00 82.00 
2x8 ..82.00 82.00 82.00 82.00 82.00 
2x10 .81.00 81.00 81.00 81.00 81.00 
2x12 .81.00 81.00 81.00 81.00 81.00 
No. 3 Dimension R/L Only 
2x4 ..67.00 ary Sores 
2x6 ..65.00 
2x8 ..65.00 
2x10 .61.00 
2x12 .61.00 
OAK FLOORING 
Clear Pin #x24% %x1% %x2 %x1% 
White ..210.00 180.00 170.00 160.00 
Red ....210.00 180.00 170.00 160.00 
Sel Plain 2. 
White ..185.00 172.00 150.00 135.00 
Red ....185.00 172.00 150.00 135.00 
1 Com 
” White ..160.00 135.00 135.00 120.00 
Red ....160.00 135.00 135.00 120.00 
2 Mixed 
. 15” Sh’rts 90.00 65.00 65.00 55.00 
1 Com. & 
+ Bér. ....116.00 80.00 80.00 65.00 
#2 Com. .. 70.00 50.00 50.00 


35.00 





WESTERN RED CEDAR 


Prices for red cedar siding in mixed 
cars, new bundling, 6 18’ are: 
Beveled Siding, % Inch . iii 
Clear we B 


%x 4 inch .... 85.00 83.00 70.00 
2 x 5 inch ....120.00 118.00 88.00 
% x 6 inch ....145.00 143.00 115.00 
% x 8 inch tea af iach 125.00 
Clear Bungalow Siding, % Ine 
8 a Deve wee 200.00 198.00 160.00 
i wees 220.00 218.00 170.00 
fs .. ae 230.00 228.00 165.00 
Finish, B and = S2 or 4S, 
-16’ or Rou 
73 Peer 7 EP ee er 145.00-165.00 
© Oe wAicdswnewoounenue 175.00 
ee: eer re ee 185.00 
Ceiling or Flooring B and Btr, 9-16’ 
B&Btr. < D 
ce ¢ Teer 100.00 97.00 85.00 
eS eer 100.00 97.00 85.00 
Discounts on mouldings, 6-20’ odd 
lengths. 
Series 8,000— 
Listing under $4.00—list plus 120 


per cent. . 
Listing $4.00 and over—list plus 125 
per cent. 
Clear Lattice, 5/16”, 4 to 10’ 
100 Lin. Feet 


C5 
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1x12 
93.00 
86.00 


20’ 
$2.00 
81.00 
81.00 
81.00 
$1.00 


80.00 
79.00 
79.00 
79.00 
79.00 

flat 
Mills 
sepa- 


D 
90.00 


80.00 
00.00 


10.00 
10.00 


60.00 
70.00 


1x12 

81.00 
76.00 
70.00 


20’ 
88.00 
86.00 
86.00 
85.00 
85.00 


84.00 
82.00 
82.00 
81.00 
81.00 
























mustomers choose WHEELING 
~™ with good reason. It's a 
quality line of fine steel building 
materials with a 60-year repu- 
tation for dependability. 

Every WHEELING dealer knows 
satisfied customers mean repeat 
sales. Stock the line that keeps 
them coming back for more... 
the WHEELING line. 


Flex Bead 




















WHEELING CORRUGATING COMPANY 


WHEELING, W. VA. 


Atlanta Boston Buffalo Chicago Columbus Detroit Kansas City 
Louisville Minneapolis New Orleans New York Philadelphia Richmond St. Louis 
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BUILDING NEEDS: Because of these and related 
facts, government specialists incline to think that in 
terms of practical housing the country can go along 
at the 1949 construction averages for a couple of 
years or more without ripping too many seams. In 
short, they think we're not doing as speedy a job 
of catching up with shelter demand as we did a 
quarter-century ago! Not the whole story; but part 
of it. 


BUILDING OPPORTUNITY: A quarter - century 
ago, 20 percent of city residences were built be- 
yond the city limits. Now it’s about 50 percent; and 
in the Boston area it's nearly 90 percent, and much 
more than half in the suburban areas of Detroit, 
New York, Chicago, Cleveland, Philadelphia and 
Washington. The building of commercial structures 
for these suburbs goes forward at about a third the 
per capita rate of 1926. 


INFLATION: It’s scaring the pants off even those 
not naturally apprehensive. Scarcities are showing 
up in the construction field; not only of materials 
but also of labor. Union demands for higher wages 
are met usually with little resistance on the part of 
contractors; since there’s a scarcity of building me- 
chanics, no one wants to jiggle the boat, and the 
boss man can pass the extra cost along to the 
faithful old customer. 


SCARCE MATERIALS: They don't appear every- 
where; but building materials shortages are serious 
enough to slow up construction in a good many 
places. Cement has been setting record production 
figures; but there’s the prospect of short supplies 
a little later. .Brick prices have been rising grad- 
ually but steadily, and dealer inventories are pretty 
low. Gypsum board is almost at capacity produc- 
tion but is in insufficient supply. 

LUMBER: At the moment the reporis from the 
Pacific Northwest are a thought lurid; with old- 
timers calling the high market demand and the 
rising prices “fantastic’’ and using other words this 
page wouldn't know about. It was a bad winter 
for logging; and strikes and fires haven't helped, 
this summer. But the industry does have a big pro- 
duction capacity, given a fair chance; and leaders 
say there can be no long continued shortage. 

BUILDING CREDIT: Guaranteed loans, with 
monthly payments of interest, taxes and amortiza- 
tion of principal amounting to less than rental rates, 
are pretty sure to keep residence construction loping 
along, even in the face of inflation. And Uncle is 
fixed to push public housing, which he really hasn't 
done yet, if the steam gets low. But, if you're scared 
by the thought of inflation, you're in distinguished 
company. 
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CONSTRUCTION, according to the Bureau of 
Labor Statistics, set a new nation-wide record dur- 
ing May. However, breaking old records is old 
stuff. It'll be news when earlier figures are NOT 
exceeded. In any event, the construction put into 
place during May, of 1950, added up to more than 
$1,900,000,000; 23 percent higher than for May, of 
1949. These figures include all the varied types of 
building construction. 


PRIVATE BUILDING begun in May amounted to 
$1,400,000,000; and private residence work for the 
month was a neat 56 percent higher than a year 
ago. The building of commercial structures, stores 
and such, weighed in with more than seasonal in- 
creases and factory building checked its three- 
year-old retreat and started slowly up the chart 
again. These commercial and industrial gains are 
doubly important. They’re needed; and they indi- 
cate rising confidence. 


THE FIRST FIVE MONTHS came across with more 
than eight billions for all types of new buildings; 
21 percent more than for the same months of ‘49. 
Private housebuilding, for that period, was up by 
51 percent compared with last year. Public con- 
struction, also, got itself a boost; took on an added 
19 percent to the first of June. 

BOOM! This pleasant word seems to be uneasy; 
makes too many people think of the other four- 
letter word that’s not so nice. However, few an- 
alysts think a construction bust is imminent; and a 
lot of them think it'll not show up at all. Some ups 
and downs of course. But these experts hold the 
pet theory compiled by the Council of Economic 
Advisers; that of “stable prosperity.” The boom 
without the morning-after headache. 


WHAT'S AHEAD? If you're setting up as a sooth- 
sayer, better note two or three items and see if you 
can fit them together. First, the present boom may 
not be as big as it looks. The U. S. News & World 
Report says that, with allowance made for differing 
price levels, Americans are now spending 20 per- 
cent less per capita for new housing than they 
spent-in 1926 and some 15 percent less than the 
average for the 1922-1929 period. 


LIVING SPACE: This is an effort to compare the 
volume of new housing in terms of living space, 
during the two periods. It’s hard to do. In gadgetry, 
for example, rt ew of '26 and the housing of 
‘50 don't lend themselves to comparison. Add the 
fact that suburban building means the construction 
of utilities and shopping centers; and the lower per 
capita investments of 1950 become even more 
striking and unexpected. 
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The retail sale of the production capacity of 
the light construction industry is a mutual 
problem in consumption engineering for the 
manufacturer (and his wholesaler) as well as 
the dealer. 


It has been established :** 


1) That the perpetuation of our competitive 
enterprise system is dependent upon the sale 
into consumption or use of the full output of 
expanding employment — at a profit; 2) that 
the potential for consumption and use of light 
construction is greater than any other indus- 
try —a practically unlimited market; 3) that 
the lumber and building products dealer, there- 
fore is potentially the most important retail 
merchant on Main Street. 


The manufacturer of building products who 
wishes to sustain and expand his sales volume 
and profits must manage to secure effective 
marketing cooperation from the department 
store of light construction— the lumber and 
building products merchant. 


It is a problem in creative sales management. 


The dealer is an independent business man — 
his cooperation must be earned by a manufac- 
turer— it cannot be forced. 

Both the manufacturers and dealers have a 
common objective — the sale into consumption 
and use of a profitable volume. The manufac- 
turer has two basic problems — the problem of 
production and selling. The retailer has but 
one —the securement of profitable sales vol- 
ume (buying and administration are integral 
parts of the process of securing profitable sales 
volume). 

How can the manufacturer and his whole- 
saler manage to secure more effective retailing 
from this independent business man — the re- 
tail dealer? 


As long as a manufacturer produces but a 
fractional part of the products needed for light 
construction jobs he must first recognize that 
he is but one of many industries supplying the 
department store of light construction — that 
he can never get more than a departmental loy- 
alty from the dealer. 

He cannot take for granted that because he 
produces a good product at a reasonable price 
he will secure adequate retail distribution. 
*This is the third of a series of four editorials designed to 
orient the Lumber and Building Products Merchant in the 
American Economy and in the Building Industry. 


**In two previous editorials in this series. 


3UILDING PropucTts MERCHANDISER 


Edttorial 


‘Retailing starts with production 


He cannot even be sure-that if he gets his 
product on the dealer’s shelves or into his bins 
he will get the repeat business necessary to 
sustain his employment and profit. (Unsold 
inventories on dealers’ shelves are just as deadly 
for a manufacturer as in his own or his whole- 
salers’ warehouses. ) 


His basic approach must be to get the dealer 
to sell his-product rather than buy it. The dealer 
can’t sell it without buying it. 

Proper cooperation by the manufacturers 
will lay the ground work for adequate retail 
sales by the retailer. 


The producer (and his wholesaler) can get 
departmental loyalty from the dealer by taking 
certain essential and fundamental steps: 


1. Establish local consumer’s need for the 
product. 


2. Prove that his product fills the need. 


3. Establish the acceptability of his price 
by the ultimate consumer (including a profit- 
able markup for the dealer). 


4, Demonstrate that he knows what he should 
do and what the dealer should do in a mutually 
profitable merchandising partnership. 


5. Deliver his full part in the cooperative 
structure. 


There is a place for collective as well as indi- 
vidual action by manufacturers in establishing 
these fundamentals. 


More effective marketing of light construc- 
tion will be had when there is mutual recog- 
nition by dealers and manufacturers that a 
dealer cannot function without cooperative sup- 
pliers, nor the manufacturer prosper without 
cooperating retail outlets—and that the achieve- 
ment of the full potential in light construction 
volume can only be had by each factor per- 
forming his full part in a necessary marketing 
partnership. 

The distribution picture in the light construc- 
tion field indicates that there remains much 
to be done by manufacturers and wholesalers 
on the above fundamentals. 


But the retailer,-too, has an obligation to per- 
form certain fundamentals that only he can 
deliver. These fundamentals will be covered in 
the fourth and closing editorial of this series. 


wernt Hood 


Editor 
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MERCHANT 


COVER: 
displays seen in corner of 
newly-remodeled J. E. Smith 
& Co. store. 


Neat hardware 





J. F. SMITH, president, J. E. Smith & 


Co.. Waterbury, Conn. 


Guideposts for success in the 
retail lumber business 


Master Merchant J. F. Smith has 
this advice for a young man entering 
the retail lumber field: 

“Maintain the quality of your prod- 
ucts. Maintain a price level consistent 
with that of the community. Attempt 
to build your business on the basis 
of reliable quality and superior serv- 
ice. Business secured by price differ- 
ential is unstable since it comes from 
sources which will promptly leave 
you and which will fight against profit 
margin at all times. 

“Arrange an economical setup, 
flexible enough so as not to be vul- 
nerable to contraction. Actively en- 
gage in all local enterprises, civic 
and otherwise, which will widen your 
acquaintanceship and establish friend- 
ships leading to new sources of busi- 
ness.” 


Company Milestones 


1897—-J. E. Smith and Co. founded. 
Sold stock millwork, glass and related 
products, later included lumber. 


1907—Main building of present plant 
completed, including fully-equipped 
woodworking shop and mill. 


1928—City Lumber Co. purchased by 
J. E. Smith & Co., Inc. 


1942—-The Waterbury Mason Supply 
and Lumber Co. purchased. This 
plant, adjacent to the Smith property, 
permitted a substantial expansion of 
the Smith facilities. 
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Formula for 


Master Merchant J. F. Smith, president, J. E. Smith & Co., 
Waterbury, Conn., explains the operating policies of this 


famous New England concern 


ONSERVATIVE, yet progres- 

sive management, has charac- 
terized the growth of J. E. Smith 
& Co., Inc., Waterbury, Conn., since 
its founding in 1897. 

The thinking behind the operat- 
ing policies of this famous New 
England firm has been expressed 
so clearly and comprehensively by 
its president, Master Merchant 
J. F. Smith, that AMERICAN LUM- 
BERMAN is publishing the story of 
this Connecticut firm in illuminat- 
ing detail. 

Veteran dealers will recognize 
the soundness of these operating 
ideas, which in some cases may ap- 
pear so obvious that their value is 
overlooked or underestimated. New- 
comers in the industry will dis- 
cover valuable guiding principles 
which will enable them to better as- 
sess their own operations. 

Master Merchant Smith is a for- 
mer president of both the Lumber 
Dealers Association of Connecticut 
and the Northeastern Retail Lum- 
bermen’s Association. He was a 
member of the industry committee 
which negotiated the OPA lumber 
price formula used during the war 
and subsequent OPA control for 
the building materials industry. 

His active participation in serv- 
ice club and civic affairs has in- 
cluded the state chairmanship of 


= «¢ 


THE OPERATING philosophy of 
J. E. Smith & Co. is explained in 
answers to questions put to Master 
Merchant J. F. Smith for this ex- 
clusive series of articles by AL&BPM. 

Q. We notice that you recently 
remodeled your retail store. What is 
your operational plan regarding this 
branch of your business? 

A. We believe that our lines should 
be as broad as possible without being 
too miscellaneous. By that we mean 
we should not have a small and rela- 
tively inferior inventory of items 
which are more effectively merchan- 
dised by other outlets in the com- 
munity. We take on new lines only 
when we feel that we can do so and 
be competitive in every respect with 
all local competition. This has a 
bearing, we believe, upon our stand- 


the Democratic party and cam- 
paign chairmanship of the Commu- 
nity Chest drive on two occasions. 
In 1936 he became one of the 
founders of the First Federal Sav- 
ings and Loan Association, Water- 
bury. Founded with an _ original 
capital of $5,000, this institution 
has current assets of 14% million 
dollars of which 11 million is in- 
vested in mortgage loans, mostly 
for individual home owners. Harold 
W. Smith, brother of Master Mer- 
chant J. F. Smith, is president of 
this institution. 

The officers of J. E. Smith & Co., 
Inc., consist of a brother and sister 
of J. E. Smith, one of the founders 
of the company, and three of his 
sons. The officers are J. F. Smith, 
president and general manager; 
John W. Smith, vice-president, in 
charge of estimating department; 
Miss Katherine J. Smith, secretary, 
who is responsible for the com- 
pany’s financial affairs. Edmund S. 
Smith is sales manager and assist- 
ant general manager. 

Key employes include Patrick D. 
Campion, purchasing; Jim O’Brien, 
mill superintendent, special mill- 
work; Jim Kissane, stock millwork; 
Tony Ciarlone, paint and hardware. 
The firm has 77 employes assigned 
as follows: sales 7; office 11; plant 
7; delivery 13; yard 13; mill 15; 
stock 8; miscellaneous 3. 


* * 


ing as one of the best sources of 
supply for any item which we attempt 
to handle. 


Q. Where does the operation of a 
retail store fit into your overall struc- 
ture? 


A. We believe the store must be 
an entirely separate unit operated by 
a competent person whose sole job 
is the management of that store. We 
believe this separation is important 
because the items sold are rather 
small. Where a man is responsible 
for other major materials, such as 
lumber, it is inevitable that he will 
pay most of his attention to larger 
sales and neglect the job of building 
up sales of relatively small items. If 
properly promoted, these small items 
can form a substantial volume. 
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Q. Is your store strategically lo- 
cated? 

A. Our store is right in our nor- 
mal traffic flow. A yard office is 
maintained in one segment of the area 
with a display of samples, literature 
and actual items from yard _ stock. 
This yard office also handles _ tele- 





phone calls for delivery of yard ma- 
terial. Our cashier, who handles cash 
sales and payments on accounts in 
this area is located in the rear of 
this section. Consequently, our cus- 
tomers are automatically drawn into 
the retail store. Conversely, those 
persons who are attracted to the re- 
tail store on its own appeal are 
brought right into our complete op- 
eration. 


TYPES OF PRODUCTS 

Q. What types of products do you 
think should be displayed in a build- 
ing materials store? 

A. We have preferred to stay close 
to building materials and related lines. 
We have not wished to take on any 
new line without assuring ourselves 
that we could create a department 
which would not be inferior to other 
available sources of supply for those 
items in the community. At the same 
time we are prompt to try out the 
salability and usability of new prod- 
icts with this condition. 

Q. What new items have you 
added in the last two years? 

A. Our new items have included 
carpenters’ tools, carpenters’ and 
home workshop power tools, steel 
kitchen cabinets, aluminum double- 
hung windows, new types of insula- 
tion and wall boards, grass seed, lawn 
mowers, etc. 
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Q. What items give you the best 
profit margins? 

A. Such items fall into two cate- 
gories: stock millwork and the retail 
store items — hardware, paint, wall- 
paper, etc. Millwork items are sold 
as a rule as part of a new house or 


profitable retailing 


alteration job; competition is less 
severe than on rough lumber, roofing 
and mason supplies while quality and 
service are the prime factors in main- 
taining sales. 


department 


Q. Your 


wallpaper 





CARPENTERS’ TOOLS are given featured display in the new store. 


There are ll 


different type handsaws in this one display in addition to a wide variety of hammers. 
chisels, squares, drills, planes, rulers, scrapers and other hand tools. 





WORKING DISPLAYS help sell products. Pull the cord and the 
motor opens the garage door at left. The active window display 
above, is located in the millwork section of the store. 
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WALLPAPER sales are promoted extensively by display win- 
A young lady is in sole 


dows and newspaper advertising. 
charge of this department. 


caught our eye. Do you give wall- 
paper special promotion? 

A. Yes, wallpaper is given empha- 
sized promotion with its own display 
windows and a room attractively 
papered and equipped with chairs and 
a table where customers can spend 
their time comfortably looking over 
sample books. This room is equipped 
with viewers to show how individual 
patterns will actually look in a fur- 
nished room. 

Q. Is one person directly in charge 
of wallpaper sales? 

A. A young lady, who has no other 
duties, is in sole charge. 

Q. Where do your wallpaper sales 
originate? 

A. Newspaper advertising is re- 
sponsible for many customers. Deco- 
rators also send us a good many cus- 
tomers since our special wallpaper 
display room is not duplicated locally 
and can save the customer consider- 
able time and effort. 


ADVERTISING PROGRAM 
EXPLAINED 


Q. You have made several refer- 
ences to advertising. What types do 
you do and which are the most effec- 
tive? 

A. We use newspaper advertising 
principally, although we have re- 
cently been using radio and expand- 
ing our use of this medium. Our 
preference for newspapers is based 
on the belief that it is extremely hard 
to identify the prospective customer 
for our materials. Practically every- 
one in the community is a potential 
customer of a _ building materials 
dealer with a wide line of merchandise. 

For example, the better residential 
sections are sometimes chosen as a 
preferred group for a special solicita- 
tion. We do not believe in this or in 
the policy of picking out poor areas. 
A person in the better district may 
require material and spend more for 
material, because he has, presumably, 
more money. Contrariwise, in the 
less desirable district there may be 
more need for repairs and, as a result 
of a turnover of ownership, it may 
be that very live prospects are avail- 
able in apparently run-down dwell- 
ings. For this reason we have felt 
that the logical general approach to 
advertising should be an effort to 
tell our story as well as we can to 
the entire community. 
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Q. Do you feature products and 
prices or copy of the institutional 
type? 

A. Both. In addition to our dis- 
play advertising, we publish in the 
local press a weekly column called 
“Sawdust.” This column, signed by 
the head of our company, features not 
only our products and services but 
matters of general interest. 


Q. What do you think of radio 
advertising? 

A. Most of the lumber dealer’s 
merchandise is not such as to lead 
to an immediate general demand, like 
a pack of cigarettes or a bar of soap. 
It is necessary to describe the ma- 
terials and how they are to be used 
to attract sales of building materials. 
A man must be sold on the idea that 
he needs a garage before he can be 
sold a pair of garage doors. But ad- 
vertising, in order to have a broad 
appeal, must talk not only to the 
limited few who are already deter- 
mined to do the job you want them 
to do, but to those who must still be 
convinced that the job is desirable. 

Radio advertising is of value only 
if people listen to it. We have not 
felt justified in expecting a radio 
audience to listen to a long disserta- 
tion of the sort that we should like 
to give, if we could be guaranteed 
the attention of the audience. 

Q. What type of radio advertising 
do you do? 

A. We have taken on two types. 
One is a nightly news broadcast 
which names several of our products. 
A more interesting departure is a 
morning program aimed at house- 
wives in which we participate. With- 










EXTERIOR of the 
J. E. Smith & Co., 
Inc. store in Water- 
bury, Conn. The 
company, founded 


in 1897, recently 
modernized its re- 
tail store. 


out overburdening the program with 
advertising, it seems that so many 
things connected with our business 
have a definite interest to women that 
this program has real possibilities. 

Q. Do you use any other media? 

A. We have used direct mail to 
a limited degree; published occasional 
booklets describing our services or 
giving information to prospective 
home builders. Of course we also use 
plan services, folders, envelope stuffers 
and similar material available from 
manufacturers, manufacturers’ asso- 
ciations or the retail associations. 

Q. Do you have an advertising 
budget? 

A. We used to allot 1 percent of 
annual sales. However, this figure has 
not been used in recent years because 
of drastically expanded dollar volume, 
partly caused by inflated prices. 

Q. What about your public rela- 
tions policy? 

A. Apart from direct selling in our 
advertising copy, we incorporate in- 
formation concerning the true nature 
and performance of the home build- 
ing industry. We have consistently 
argued the viewpoint of private en- 
terprise against the fallacies of gov- 
ernment-owned or subsidized housing 
both in our newspaper advertising 
and on various programs and forums. 
(See Mr. Smith’s statement on Con- 
necticut’s housing program, June 3, 
1950, issue AL&BPM, Page 66.) Com- 
pany officers are active in a variety 
of civic activities. 

(The second article in this series 
will describe how J. E. Smith & Co. 
serves the home builder; how new 
home and property improvement sales 
are promoted.) 
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the more you'll sell’ 


says the New Holland Aluminum man 


“Yep, it’s that simple. New Holland _ explained, they’re instantly accepted. 
Aluminum Roofing. . : Siding ... The more customers you tell, the 
and Roofing Accessories all have more you tell each customer, the 


























special, clear-cut advantages. Once greater your sales. For example... 
f the 

Co., 
ater- . ; . 

The ‘Anyone who can drive nails can install 
= New Holland Roofing or Siding (see draw- 
: = ings at left). Use aluminum nails.”’ Start on 

the windward edge—watch overlap. That’s 
all. The material is light, may be lifted from 
ground to roof without much effort—thus, 
work goes ahead fast, safe—takes little time 
with 1 Start at lower corner opposite 2. Second sheet overlaps 1'2 cor- away from regular work. “Aluminum calls 
lany direction of prevailing winds rugations—or more if desired for aluminum nails, valley, flashing and 
ie ; ridge-roll—always. 
tha IT’S FAST... 
s e ° e 

1 to 
onal ‘Another big advantage is that New Holland 

Pose Aluminum is weather-resistant. Never needs 
tive elas a 

ae painting or coating of any sort. Can’t rust, 
fers rot or warp—stands up regardless of snow or 
rom rain; heat or cold. Reflects sun’s rays, keeps 
re 3. End sheet takes up extra over- 4. Cap with New Holland Alu- out wind. Assures even temperatures, sum- 
_— lap, if needed to fit edge. minum Ridge Roll mer and winter. Once it’s on—and that’s 


easy—it’s there to stay. First cost is last 


t of IT’S ON TO Ems. e cost—and there’s a good profit for you. 
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ela- ‘**As a dealer, you order what you want ...as 
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New Holland helps keep bus'ness Metals Company, Mountville, Pa 
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Profitable 


PUBLIC RELATIONS 
for the 


retail lumber dealer 


PHIL CREDEN 


AST SPRING when I was 
asked to serve on the public 
relations committee of the National 
Retail Lumber Dealers Association, 
I approached the job with misgiv- 
ings because there was some talk 
of raising a big fund, of attempt- 
ing a great big overall job that 
in one fell swoop would somehow 
or other solve the public relations 
problems for our industry. Know- 
ing a little about public relations, 
I just couldn’t see how any overall 
program could possibly work. 

After studying many proposals 
we came to the conclusion that 
there was no one panacea, no one 
big answer, no ten strike that would 
explain the business of the retail 
lumberman to the 150 million people 
in these United States in such a 
way that they would know what 
we do. 

There was nothing except indi- 
vidual effort. There’s no easy way 
out. Too many lumber dealers are 
depending upon their state associa- 
tions and their national association 
to solve their individual problems. 
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I believe you’ll agree with our 
conclusion that the only econom- 
ically feasible way to do a public 
relations job for our industry is to 
get all the 25,000 lumber dealers in 
these United States interested in 
doing something—to get lumber 
dealers that are doing something 
to do more. To wake up the Rip 
Van Winkles who say that their 
outfit is too small, “so why bother,” 
or “we’ve gotten along O. K. with- 
out it so far,” or “we leave that up 
to the trade association—don’t we 
pay our dues?” It’s in lazy think- 
ing of this kind—letting the other 
fellow do the job—that the real 
danger lies. 


INCREASES BUSINESS AND PROFITS 


Happily, more and more lumber 
dealers—more and more business 
people—are becoming interested in 
public relations, otherwise we could 
look forward to early and complete 
state socialism. They’ve found that 
a good public relations program in- 
creases business and profits. Good 
authority tells us that as far as 
employes are concerned, the frame 
of mind will influence the produc- 
tivity of an individual as much as 
20 percent. There’s no lumber 


-dealer who can afford not to have 


a sound public relations program. 

What is public relations, what 
do we hope to gain by it? What 
have we done as an industry or as 
individuals that makes it neces- 
sary now for us to seek public ap- 
proval and understanding? Well, 
the error is one of omission in- 
stead of commission. Overall, the 
retail lumber dealer industry has 
done a good job, but we haven’t told 
the people about it. 

All businessmen are practically 
in the same boat—we have failed 
to broaden our conception of serv- 
ice beyond the four walls of our 
place of business. Business men, in 
general, have left politics to the 
politicians—and left civic affairs, 


By PHIL CREDEN 


Chairman, Public Relations Committee 
National Retail Lumber Dealers Assn. 


and 


Advertising & Merchandising Manager 
Edward Hines Lumber Co., Chicago, Ill. 


* %*+ * 


Highlights from an address at the May 
meeting of NRLDA directors. Every associa- 
tion member will soon receive a public re- 
lations manual usable by big and small 
dealers. The first step in an action program 
backing up the manual will include adver- 
tising and publicity material for National 
Home Week starting September 10. Two 
tie-in ideas suggested by the committee: 
model home openings, when possible, or 
night hours at your store for the con- 
venience of home prospects. 


* x * 


education, and social work to too 
many crackpots. Let me repeat, 
businessmen (and that includes 
lumber dealers) have been too busy 
with their own business .. . they 
have left politics to the politicians 

. they have left civic affairs, 
education, social work and labor to 
too many crackpots. 


GOOD AND BAD PUBLIC RELATIONS 


Whether yours is good public 
relations, or bad, rests on how you 
and your associates and your em- 
ployes present your firm to the pub- 
lic. The public is going to form 
some opinion, either good or bad, 
of you and your lumber dealer 
brothers in the following relation- 
ships: 


1. Whenever your. salesman 
makes a home owner or con- 
tractor happy, that’s good 
public relations. 

When a clerk in your store 
answers the telephone abrupt- 
ly, that’s bad public relations. 
When a consumer gets: real 
satisfaction from using your 
materials, that’s good public 
relations. 

When people read in _ the 
newspaper that you are 
building a block of new 
homes, creating jobs for 
workmen and homes for those 
that need them, that’s good 
public relations. 

When you go into a local 
homes show or county fair 
with a poor exhibit, which 
shows as much imagination 
as a bullfrog, and you’re there 
only because some customer 
pushed you in, that’s bad 
public relations. 

6. When you gladly loan your 
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he GENERAL OFFICE 
8 S. * Michigan Ave.,- Chicago 3, Ill. 
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GOLDBLATT MASON TOOLS 


QUICKER TURNOVER 
MORE PROFITS 
REPEAT CUSTOMERS 





Give YOU 


ee ee 


FINEST QUALITY 
Give Your Customers! GREATER VALUE 
LONGER WEAR 








BRICKLAYERS’ AND PLASTERING 
STONE MASONS’ JOINTERS TROWEL 


BRICK 
TROWEL 


BRICKLAYERS’ 
LEVEL 


ATTRACTIVE Y Send TODAY for 

DEALER DISCOUNTS FREE 

ILLUSTRATED 
CATALOG 


Write for your 1950 copy of 
Goldblatt’s illustrated cata- 
log describing the largest 
and most complete line of 
masonry tools and supplies. 


Goldblatt sells direct 
to dealers, is there- 
fore able to offer 
especially attractive 
dealer discounts. 


Goldblatt Tool Company 


1924 Walnut Street 
KANSAS CITY 8, MISSOURI 


FIRST CHOICE OF THE TRADE FOR 65 YEARS 
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trucks to help ciean up some 

vacant lots to make a play- 

ground, that’s good public re- 
lations. 

7. When you hold an open house 
at your yard so that members 
of your community will have 
a chance to see what you do, 
that’s good public relations. 

8. When you demonstrate during 

National Home Week the 

progress we’ve made in the 

building of homes, with either 

a model home or a worth- 

while display at your yard, 

that’s wonderful public rela- 
tions. 


Telling your story to the public 
can be accomplished in several dif- 
ferent ways. One is through news 
stories in your local paper; but I 
certainly don’t hold to the idea that 
it is the only way. I don’t hold to 
the premise at all that public rela- 
tions can be measured by so many 
inches or so many columns of free 
publicity. For, you can tell your 
story through paid advertising, and 
I think that many times it can be 
much more effective than relying on 
the news columns, Many times I 
have told a public relations story 
in our newspaper advertising, and 
because we have been very careful 


over a period of years to keep our 
advertising interesting, informa- 
tive and truthful, I know that these 
messages have been just as effec- 
tive as if they had been reported 
as straight news. 

I have plenty of proof for this 
statement. It is about our advertis- 
ing program preceding and follow- 
ing our exhibit of a full-size En- 
gineered House at the Chicago 
Home Show in 1948. This adver- 
tising, telling the story of this 
house, not only built up a tremen- 
dous interest in our project which 
resulted in increased attendance at 
the home show, but brought us a 
flood of inquiries for months after 
the home show. In fact, I just an- 
swered an inquiry last week from 
someone who read our advertising 
some 20 months ago. People believe 
advertising more than they believe 
news stories—if you are on the 
level with them. But you’ve got to 
make your advertising informative, 
helpful and interesting. 


BENEFITS OF PUBLIC RELATIONS 

Now, there’s nothing strange 
about all this. Many of you will 
call it JUST GOOD SELLING. 
Boiled down, it simply means that 
every lumber dealer has two things 
to sell—two kinds of products: (1) 





The tangible or economic product, 
which is the lumber in the yard, 
the merchandise on the shelves; (2) 
The intangible or social product, 
which is the service they render to 
their customers, their employes and 
the community. 

Let’s recount the benefits which 
can be yours through a systematic 
practice of public relations: 

(a) Increases company good 
will by developing public un- 
derstanding and appreciation 
of services rendered. 

(b) Builds wider customer ac- 
ceptance of the products you 
sell. 

(c) Makes it easier to intro- 
duce new products and serv- 


ices. 

(d) Helps promote good labor 
relations, reduces employe 
turnover; and makes it 


easier to obtain high calibre 
personnel. 

(e) Builds public confidence in 
your company and in the 
American system of free 
competitive enterprise. 


I believe that our salvation as 
lumber dealers rests with each in- 
dividual lumber dealer. We are go- 
ing to be judged on performance— 
not what we say about ourselves. 














THIS BRAND IS YOUR GUARANTEE OF A PERMANENT 
SUPPLY OF HIGH GRADE WEST COAST LUMBER IN 


ALL SPECIES 


CANADIAN Forest Propucts LIMITE 
EBURNE SAWMILLS DIVISION 


VANCOUVER, B.C. 
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Sell BEEGEE Windows 


























Clean the OUTSIDE from the INSIDE 


CONTROLLED 
VENTILATION 


A Bee Gee ventilating unit 
opens to control room tem- 
perature and permit air to 
enter as desired from three 
directions. 


FULL RANGE OF SIZES 


There’s a Bee Gee Window 
for every room... for every 
style of architecture . . . for 
modest and large size homes. 


WINDOW IS 
ONE COMPLETE UNIT 


The factory pre-fitted Bee 
Gee Window is one complete 
wood unit consisting of 
Frame, pré-fit glazed Sash 
with glass bedded in putty, 
copper Sereen and all Hard- 
ware applied at the factory. 


EASY TO INSTALL 


To install—simply set the 
Bee Gee Window in the wall! 


Famous Bee Gee Windows are sold only through 
lumber dealers in the following states: Michigan, Ohio, 
Indiana, Kentucky, West Virginia, Pennsylvania, New York. 


GET THE BEEGEE WINDOW PROFIT STORY 
for full details... write today... 


mansfet 


Zune uncle Pen x ZL 


Co 


AKRON 1, OHIO 


BROWN-GRAVES Co. 
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This low-priced 
UTILITY HARDWOOD 
PLYWOOD 

takes perpect 


“NATURAL” FINISHES! 





Mengelbord* is a low-priced, one-piece face, 
3-ply, utility hardwood plywood, %” thick. 
Made from beautiful White Tupelo Gum (a 
genuine cabinet-maker’s hardwood). It is 
ideal for “natural” finishes! 


r Mengelbord is ideal for all interior uses: 


DRY WALLS PARTITIONS 
CABINETS STORE FIXTURES 
FURNITURE 


Write today for descriptive literature. 
No obligation, of course. 
Where fine wood panels of Ma- 
hogany, Oak, Birch or Walnut 


are desired—ask for Mengelux*. 
Literature on request. 


THE MENGEL COMPANY 
Plywood Division « Louisville 1, Ky. 
*Reg. U.S. Pat. Of. 
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A TWO-MAN crew, above. unloading a car of dimension. Piles 
are built up on skids and carried into storage by straddle truck. 
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A pallet of rock lath, above, is being picked up at the car door 
ready for storage in the warehouse. 


Moving Materials in Volume 


URING THE WAR _ years, 

when labor was critical and 
government contract work de- 
manded high production, the Gate 
City Lumber and Supply Company 
of Ft. Lauderdale, Fla., was faced 
with a perplexing problem. The 
solution of that problem in terms 
of efficiency and economy in receiv- 
ing, storing, handling, and deliver- 
ing a high volume of lumber and 
other building products is graphic- 
ally demonstrated to anyone who 
witnesses its operation today. 


The idea of installing a mechan- 
ized system was not new to the 
company even in that day. Ear! P. 
Jones, president, had been personal- 
ly interested in the subject for 
some time previously; so when con- 
ditions made it advisable to go 
ahead, the entire organization lent 
its talents and efforts to working 
out a practical system to take care 
of its needs. The company takes 


NAILS, below, are stored in bins on pal- 
lets. Note how space to ceiling is utilized. 


rightful pride in the fact that the 
ideas and methods employed so suc- 
cessfully today are the result of its 
own study and efforts. 


ALL MATERIALS PALLETIZED 

Several phases of the system are 
most interesting. For example, all 
materials are palletized as they are 
received and are moved into storage 
in pallet units. Together with roof- 
ing, insulation, nails, lath, board 
panels, and similar products, the 
pallets are made up in the car door. 
From there they are picked up and 
moved to the warehouse by fork lift 
truck. 

The masonry warehouse is built 
dock high. Pallets are made up in 
the car and the lift truck comes 
in to pick them up and carry them 
into storage. Now, however, it is 
believed that it would be more ef- 
ficient to have the warehouse at 
ground level with the lift picking 
up the pallet at the car door. This 


DELIVERY truck receives load of boards 


from fork in loading area of yard. = 


problem is being studied more care- 
fully at the present time, and it 
may be that the warehouse will be 
adapted accordingly in the future. 

In the case of lumber, the units 
are made up on the ground beside 
the car. This includes sorting in 
the case of random cars. A straddle 
truck carries it into the open area 
warehouse and drops it in the aisle- 
way alongside the stack where it 
is to be stored. A lift puts it in 
position. 

Dimension is piled on skids in 
stacks 30 pieces high and as many 
pieces wide as will multiply into 
48 inches. Boards are steel strapped 
in 1,000 foot bundles as they are 
unloaded from the car. 


The pallets and lumber units 
are made up manually, but because 
the yard is constantly receiving a 
steady flow of materials, and be- 
cause the crew is paid on a piece 
work basis, this phase of the han- 


MILLWORK and small unit deliveries 


are made with pick-up trucks. 





36 


July. 1, 1950, AMERICAN LUMBERMAN ¢* 




















- door 


care- 
id it 
ll be 
ture. 
inits 
side 
g in 
iddle 
area 
isle- 
-e it 
tt i 


s in 
lany 
into 


pped 
are 


nits 
ause 
ig a 

be- 
ylece 
han- 


eries 

















gh ‘2 sd en os Site, 
0 Sra: Cyan Pe 


\{ STRADDLE truck. above. loaded and ready to deliver pallets 
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boards to storage. 


of cement direct to job site. Straddle, right, carries bundles of 


Gate City Lumber and Supply Company develops handling 


system that minimizes costs 


dling is nominal. A two man crew, 
one in the car, the other sorting 
and piling, can unload 25,000 feet 
in half a day. 

DELIVERY MADE FROM LOADING AREA 

From the warehouse, all lumber 
and materials are moved to a load- 
ing area. Lumber, masonry prod- 
ucts, and other materials that can 
be transported by the straddle car- 
rier are delivered to the customer 
in this fashion, after first being 
strapped in the loading area. 

Flat bed trucks are loaded with 
the fork lifts, and loads are 
strapped to avoid shifting and dam- 
age. The trucks have a tilt bed, 
and are unloaded by tilting the bed 
and driving out from under the 
load. Truck loads are never mixed, 
but are sent out from the yard 
as complete loads of a particular 
product. 

Small orders are handled prompt- 
ly and are delivered in a pick-up 


in high volume operation 


truck. While much of the com- 
pany’s operations is concentrated 
on supplying materials to large cus- 
tomers, the home owner and con- 
sumer are by no means slighted. 
As careful attention is given to 
filling his orders as to any volume 
buyer. 

A perpetual inventory system is 
maintained in the office that serves 
as the control center for the entire 
system. Arranged in a circular 
kardex file, the record not only 
maintains a report of inventory 


stocks, but also serves in sales 
analysis, rate of turnover, and 
audit. 


TYPES AND SIZES OF TRUCKS 

All of the handling is done with 
two sizes of straddle trucks and 
two sizes of fork lifts. Two 5-ton 
straddles are used in the yard, 
while two 15-ton models are used 
to deliver materials to the job. The 
average trip is 10 miles. 


EVERY item is neatly piled and easily accessible in the huge 
open area warehouse shown in photograph below. 





Unit contains 1.000 bfm. 
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ROTARY kardex file keeps perpetual rec- 


ord of every item carried in the yard. 


The fork lifts consist of two 2-ton 
standard lifts, two 2-ton with a 
12-foot mast, and two 714-ton with 
a 15-foot mast and 72-inch forks. 

One of the gratifying features of 
the system is the fact that it is 
flexible. Even now certain changes 
and improvements are being put 
into practice as they are worked 
out or as conditions warrant. 

Officers of the company, in addi- 
tion to Mr. Jones, are M. D. Ebert, 
vice-president, and H. H. Cheaney, 
secretary-treasurer. L. C. Lytz is 
manager of the yard. 
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Consumer 
is king at 
Long-Bell’s 
model store 


ING-BELL’S newest store and 
its first retail outlet in Kansas 
City will be used experimentally to 
try out new merchandising and 
operational ideas that may be 
adopted, if successful, by the or- 
ganization’s other yards in the 
southwest. 

The new store, which opened in 
May, is in a residential area dotted 
by middle-class homes. The home 
owner is already a major customer, 
although contractor and carpenter 
business is also solicited. 

Paint and wallpaper, builders’ 
and general hardware, millwork and 
garden tools are given ample space 
in the 1,700 square feet of floor 
space. More interesting perhaps 
from the dealer’s viewpoint are 
other services and sales items not 
customarily found in a retail lum- 
ber dealer’s store. 

“We’re cultivating the young 
market, the area’s future home 
owners,” declared Manager Jack 
Reamer, a member of the Long- 
Bell family for 18 years, “by stock- 
ing sporting goods — baseball] 
equipment, even cycle goods. 

“We found that students in high 
school manual training classes fre- 
quently had trouble in finding 
small pieces of lumber needed for 


, 


department. 


UNFINISHED furniture right. is price-emarked for convenience 
of customers. This area is the entrance to the special wall-paper 
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class projects. We’re spreading the 
word that Long-Bell can satisfy 
their needs.” 

Still another special service is 
directed to home owners who want 
small pieces of lumber cut to size. 
The store provides a special set 
of tools—a square, hand saws and 
a small electric saw — and en- 
courages customers to cut their 
small orders themselves. 

Near the store entrance is an 
8 x 30 concrete slab for outdoor 
displays of lawn mowers, garden 
carts and similar items. The store’s 
first newspaper ad featuring rose 
trellises resulted in a sellout. Long- 
Bell’s newspaper advertising makes 
a special appeal to the housewife; 
ads feature paints, wax, floor 
mops, medicine cabinets, etc. Other 
typical items may include a garden 
hand tool, 59c; garden cart, $6.95 
(payments as low as 25c weekly) ; 
rake for 98c and a spading fork 
for $2.25. 

The store stocks a limited quan- 
tity of hard materials—cement, 
plaster and sand— for the con- 
venience of home owners. Man- 
ager Reamer believes that a home 
owner who finds he can pick up a 
half a sack of plaster to patch a 
wall, will get in the habit of stop- 






er" 40 Sapp 


SUBURBANITES are responsible for a big volum 
located in a residential section of Kansas City. Sales room is on three levels. 


TOOLS. hardware items and garden equipment are seen in this 
fluorescent-lighted display room. There is a special display area 
outdoors for garden equipment. 
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ping at Long-Bell’s for other home 
repair requirements. 

Color is an important factor in- 
side and outside the store. The 
exterior is painted in Long-Bell 
green; the builders’ hardware sec- 
tion utilizes open-type oak fixtures 
in a setting of white walls and 
green and white asphalt flooring. 
Hardware samples are affixed to 
hanging panels four feet long and 
16 inches wide at eye level. Price 
and stock numbers are stated on 
labels attached to each panel. Door 
hinges, cabinet hardware, angle 
irons, braces, etc. are stocked in 
compartments behind the panels. 

The new store is also going after 
farm business, particularly rabbit 
and poultry raisers by stocking 
wire fencing and supplying similar 
farm needs. 

Overall area occupied by the new 
Long-Bell property includes 11,000 
square feet of covered lumber 
space; a 3,000-square foot ware- 
house for millwork including un- 
finished furniture which is bought 
in carload lots. 

The new store was laid out by 
R. E. (Rube) Ingold, head of 
Long-Bell’s store planning depart- 
ment. R. E. Ireland was the con- 
tractor. 
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WEATHER-LOK UNITS 
~------> CUT COSTS 


FOR YOU—YOUR CUSTOMER 











The Dixon Weather-Lok Window Unit is instantly, 
easily installed—eliminates on-the-job time loss—is 
adaptable to frame, veneer, or solid masonry con- 
struction with minimum change. 


NOTE THESE FEATURES 
of the DIXON WEATHER-LOK UNIT 


. Made of kiln-dried Ponderosa pine. 


. Completely weatherstripped. Extra-wide blind 
stop and spiral balances. Toxic treated for long life. 


. Adapted to frame, veneer, or solid masonry 
construction with minimum of change. 


. High in quality, low in cost, because all opera- 
tions from forest to you controlled by just one ex- 
perienced mill and manufacturing company. 


Manufactured by Western Pine Mfg. Co. of 


THE DIXON INDUSTRIES 


—_———S POKRANE 
HAL R.DIXON GRANT DIXON,JR. C.E. BARTLETT 


PRESIDENT VICE-PRESIDENT SEC'Y. @TREAS. 





For Full Information Wire or Write 


JOHN H. MEARS, Inc. ELLIS GLAZING CO. 
Baltimore 30, Maryland Henryetta, Oklahoma 


EXCHANGE LUMBER & MFG. CO. 
Spokane, Washington 
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What you'll like about 
Southern Brand lumber 
products is their strictly 
fine quality and that you'll 
be able to get them always 


because 


“We Grow 
Our Own Trees” 


* * * 


Manufacturers of Hardwood 
flooring, finished and unfin- 
ished; Hardwood trim and 
lumber; Arkansas Soft Pine 
trim, finish and yard stock. 





Southern i: pmber Co. 
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f AMERICAN LUMBERMAN 


HOUSE PLAN 
_ OF THE MONTH 
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Medium-cost house for medium- 


size family 


No. 50-6 


The AMERICAN LUMBERMAN House for July 
features a compact, three bedroom bungalow. 
For the medium-sized family it offers ample 
living space—1171 square feet, more than the 
average amount of closet and storage area, 
and in addition, certain construction features 
that cut costs to the minimum. 

The corner stoop with the wrought iron 
decoration adds a refreshing touch to an over- 
all pleasing elevation, and the attached garage, 
aside from the convenience factor, adds a 
spaciousness to the front. 


CONSIDER THESE FEATURES 


Large size of all rooms. 

Careful arrangement of windows and doors for 
ease of furnishing and decorating. 

Living and dining room at rear of house for 
privacy. 

Large storage closets that provide 50% more 
storage area. 

Attached garage for greater convenience. This 
can be built at a later date if desired. 

Part basement under rear of house for economy. 
Elevation lends itself to any type of exterior 
finishing material, with the same pleasing look. 
Can be situated in any position on practically 
any lot. 
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Complete working blueprints and specifica- 
tions of House 50-6 are now available for 
$7.00 per set. Two sets of plans for this 
home are $12.00, three are $15.00 and four 
$18.00. 


Please order plans by number, enclosing 
payment, and address to AMERICAN LUM- 
BERMAN, 139 North Clark St., Chicago 2, III. 
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for WESTERN =» WOODS 


Specializing in Mixed Cars 
of 
IDAHO WHITE PINE 


PONDEROSA PINE 
ENGELMANN SPRUCE 














INLAND RED CEDAR FRAMES 
FIR AND LARCH CUT STOCK 
MOULDINGS 


CUT-TO-LENGTH TRIMS 


Sales Office: 
449 Peyton Building 


for name of nearest wholesaler call P.O. Box 1290 
Teletype — Sp-105 
Telephone MAdison 0121 
SPOKANE, WASHINGTON 


Pack River Lumber Co., Sandpoint, Idaho 
Representing | Northwest Timber Co., Gibbs. Idaho 
Thompson Falls Lumber Co., Thompson Falls, Mont. 














O-A is known for quality 


Old-growth logs like this mean quality in the lumber products that 
flow from the great, modern Oregon-American plant. It will pay you 
to put your next requirements in Kiln Dried West Coast Upland Hem- 
lock and old-growth Douglas Fir up te Oregon-American. 

Straight or Mixed Cars to suit your needs. Try some of our high quality 


\ KILN DRIED WEST COAST UPLAND HEMLOCK 
~ Flooring, Dimension, Boards, Ladder Stock, etc. 







bs Oregon Arnona Lumber Corp. 
he VERNONIA, OREGON 


WEST COAST 
UPLAND HEMLOC! 
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HETTINGER’S 


COMBINATION 
SASH BALANCES AND 
BRONZE METAL WEATHERSTRIPPING 
IN ONE UNIT 
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COMPLETE CARTON PACKAGED 


Ist. Low cost of $3.50 per 
window, any size 





2nd. Easy to apply 


3rd. 


Velvet smooth in operation 


4th. Absolutely weatherproof 


Sth. Sales helps and displays 


6th. 


Nationally advertised 


7th. 


Wide consumer acceptance 


8th. 


Shipments at once 


9th. 


Sea your lumber dealer 
todoy 


THE WEATHERPROOF PRODUCTS CORP. 
329 Westport Road Jefferson 3133 
Kansas City 2, Missouri 
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AD SELLS SPECIALTY PRODUCT 
FOR NEW ORLEANS DEALER 


CUSTOM cabinet work and vari- 
ous other special millwork items, 
built to the customer’s own speci- 
fications, keep the Stone Lumber 
Company’s millwork department 
busy in New Orleans, La. 

One of these specialty items 
which has sold especially well is a 
bed board. It is placed between 
the mattress and springs to pro- 
vide correct support for the back. 
The board is made of hardwood ply- 
wood sanded to afford maximum 
protection to the mattress. 

Display ads in New Orleans 
newspapers have promoted this 
specialty item successfully. Read- 


I 
Vil a7 
. * 


7 .. full of new energy, 
ready to work all day 
. since I got a won- 
derful new 





“SLEEP-WELL BOARD” 
from Stone Lumber Co. 


Soft beds are bad for a great many people. 
Many doctors advise a firm bed for a good 
night’s sleep, free from backaches and pains. 
Just place a “Sleep-Well Board” under your 
mattress and make your bed delightfully firm. 


(1) 24x60" for 1 Side of Double Bed ........ $3.95 
(2) 30x60" for Twin or Single Bed ........... $4.95 
(3) 48"x60" for Double Bed ........eeseeeaee: $6.50 


AVAILABLE AT 


STONE LUMBER CO. 


2901 Annette St. CR 6631 


DISPLAY ADS like this one have pro- 
moted the sale of the bed-board specialty 
item for Stone Lumber Company, New 
Orleans. 


ers on the builders’ page have ex- 
plained in detail the benefits of the 
board and the wide variety of work 
done in the shop. This special work 
includes window frames, hand rails, 
cornices, specially-designed_ en- 
trance doors, book cases, kitchen 
cabinets, etc. Sam Stone is owner 
of the yard. 


SPECIAL DISPLAY 
SELLS WORK GLOVES 
CONTRACTORS, carpenters, 
even the man who putters about 
his place, has need for work gloves. 
The Pacific Beach Lumber Co., Pa- 
cific Beach, Calif., not only recog- 
nized this need but has gone about 
satisfying it with a neat, sales- 
compelling display designed by its 
hardware buyer, Claude J. Sals- 
bery. 





CLAUDE J. SALSBERY stocking a 
fresh supply of gloves between the di- 
viders he has built. 


Mr. Salsbery built the display 
rack from spare dividers like those 
found in a circular bolt-and-nut 
bin. He nailed the dividers six 
inches apart onto half-inch plywood 
board. The display includes can- 
vas, rubber and leather work gloves 
ranging in price from 35c to $2.50. 
Customers have a choice of 14 dif 
ferent styles of gloves. 
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TOOL DISPLAY HALTS 
OUTGOING CUSTOMERS 


SMALL TOOLS are given prom- 
inent and attractive display on this 
panel board at the Encinitas Lum- 
ber Co., Encinitas, Calif. Each tool 
is price tagged. 

A customer about to leave the 
store comes face to face with the 
display. 

“Glad I saw that,” 
pers are heard to say. 
pair of nippers.” 


many shop- 
“T need a 


GAUTHIER of the sales staff 
is holding up the price tag of a pair of 
pliers. 


JIMMY 


RATE YOUR STORE 
BY THIS CHECK LIST 


Are you and your employes 
on your collective sales toes? 


HOW does your town and es- 
pecially your place of business rate 
as a shopping center? A firm of 
Chicago research consultants re- 
turned to South Bend, Ind., after 
making a similar survey there in 
1947. Considerable improvement 
was noted, but interviewers found 
room for further improvement in 
these fields: 


1.) Cleaner doors and sidewalks. 

2.) More light and color for 
store interiors and windows. 

3.) Better salesmanship. 

4.) Sell related items. 

5.) Thank your customers and 
invite them to return. 

6.) Promote your city and 
Chamber of Commerce. 

Check yourself and your em- 
ployes on these points covered by 
the survey: store front, sidewalk, 
ousekeeping, window display, ap- 
}earance of awnings, appearance of 
oors; courtesy, friendliness, neat- 
ess in dress; information as to 
opulation of city; knowledge re- 
arding points of interest and prin- 
ipal business places; condition of 
igns and store lighting; selling 
bility; selling second and related 
tems. 
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GET ALL THE FACTS NOW ON 


“CONSTRUCTION 
BY ADHESION” 


So substantial are the savings in labor and 
material costs effected by applications of 
adhesives in the construction field, that all 
leading architects and progressive con- © eae ae 
struction men are swinging to this modern +3 J 
CER MOS TLE---— 
Wi SETTING MORTAR 
WOO STAR 
STAIR TREADS 













method for both new constructions and 
modernization. Sree. Tawi ‘3 
Sell “Construction by Adhesion” aia ies 
Sell Miracle! 
Miracle Black Magic Adhesive 
Miracle Wallboard Cement 
Miracle Panel-Board Cement 
Miracle White Caulking 

















FOR TILE FLOORS 








Miracle Plastic Underlayment wmnacie’ 5 
Apr 
You owe it to yourself to get the facts fuera MOULON, 





FREE today! See Miracle Exhibit, 101 Park Ave- 
Interesting, nue. Write for information and your free 
olorful brochur brochure. 

















nie lal tiatlaiiols 


COUNTER TOPS PARTITIONS 


»y Adhesion 














Dept. AL7-1, 214 East 53rd Street * New York 22, N. Y. 


*Reg. U. S. Pat. Off. 











= KILN DRIED - 
= LUMBER — 





OUR 3 MODERN MILLS HAVE IT! 


With your first order you will know that you've found the right source 
for the kind of lumber that assures satisfaction for your customers. 


Our three modern plants manufacture dependable quality Kiln Dried 
lumber, which is graded according to West Coast Lumber Bureau 


Standards. 
Straight or mixed cars. 


Try some of our Fir and Hi-Hemlock dimension. 


725,000 Feet Daily 


WILLAMETTE VALLEY LUMBER CO. 








DALLAS, OREGON 
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New lab dedicated by 
Portland Cement Assn. 


Research studies expected to 
develop new uses for con- 
crete in residential construc- 
tion 


R ESEARCH IN CEMENT, in- 

cluding new home-building 
uses for it, has increased immeas- 
urably with the opening last month 
of the three-million dollar Port- 
land Cement Association’s labo- 
ratories 16 miles northwest of Chi- 
cago. 

The two main laboratory build- 
ings actually house 30 different 
laboratories which are staffed with 
80 scientists and technicians, The 
physical property trebles the asso- 
ciation’s former research facilities 
in downtown Chicago and is said 
to be the most extensive facilities 
in the world for research in con- 
crete and cement. 

A compression testing machine 
of watch-like sensitivity, capable 
of building up a million pounds of 
compression, is one of the most 
dramatic machines in the new 
laboratory. This machine is sup- 
ported by 27 piles which in turn 
support 262 cubic yards of articu- 
lated concrete base. Another sensi- 
tive machine, a microscope, meas- 
ures the distance between air bub- 
bles in concrete. 

Scientists at the laboratory are 
giving special emphasis to pre- 
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stressed concrete. This is a method 
of making concrete stronger by 
placing tension on steel reinforce- 
ments, affording more. strength 
with less weight. Pre-stressed con- 
crete resists cracking and makes 
possible the use of smaller struc- 
tural members with greater than 
normal concrete strength. Pre- 
stressed concrete, although not a 
new development, is just coming 
into its own in the United States. 
It is widely used in Europe and 
South America. 

Experiments now being  con- 
ducted are expected to lead to 
lighter-weight concrete blocks for 
residential construction. Perhaps 
the greatest current emphasis in ce- 
ment research is its durability, ac- 
cording to Dr. A. Allan Bates, 
PCA’s vice-president for research 
and development. More than 10,000 
test specimens of concrete are in 
storage in hermetically sealed 
cans; these are samples of portland 
cements and aggregates taken on 
many different jobs under widely 
varying conditions of climate and 
soil. The samples make possible the 
later study of each one of these 
jobs in terms of performance or 
lack of performance. 

Visiting scientists from around 
the world were special guests of 
PCA at the two-day dedication 
ceremony. The dedication address 
was by Charles F. Kettering, 
famous research scientist for Gen- 
eral Motors Corp. 


July 1, 


PORTLAND CEMENT ASSOCIATION's 
main laboratory building contains ap. 
proximately 80,000 square feet of floor 
space. An auxiliary building in the rear 
has 18,000 square feet of floor space 








CEMENT SAMPLES under test for resist 
ance to cold. The thermometer registers 
20 degrees below zero. 





HUMIDITY CHAMBER gives cement 
samples further test. Temperature 73, 
humidity 100. 





COMPRESSION TEST here is on a ma- 
chine exerting up to 330,000 pounds pres: 
sure; giant compression machine will 
register concrete stresses up to 1,000,000 
pounds. 
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White Fir, thanks to the care given its pro- 
duction by member mills of the Western Pine 
Association, will stay straight in the yard and 





r resist: 
>gisters 


on the job. It saws and nails easily—takes 
and holds paint, enamel and natural finishes 
excellently. 

White Fir is an excellent all-purpose, econ- 
omy wood for concrete forms, sheathing, 
subflooring, and roofing lumber; for joists, 
studs, rafters, sills and plates; for interior and 
exterior trim and mill work; for industrial 
boxes and crates. 

For more information about White 


Fir send for free illustrated 56 page 
book. Address — 


WESTERN PINE ASSOCIATION 
Yeon Building + Portland 4, Oregon 


Idaho White Pine, 
Ponderosa Pine, Sugar Pine 


Larch, Douglas Fir, White 





THESE ARE THE 
WESTERN PINES 


THESE ARE THE 





cement fs 
re 73, ASSOCIATED | Fir, Engelmann Spruce, 
woops | Incense Cedar, Red Cedar, 
Lodgepole Pine. 
WOODS FROM | THE WESTERN PINE REGION 
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The beautiful f re) 
Wisconsin 


Knight’ 1, 


i. 
 nteemendl 
GUARANTEED 





HOLLOW-CORE 
BIRCH FLUSH DOORS 








Builders all over the country are recognizing 
the superiority — and buying — Wisconsin 
Knight Birch Flush Doors. They’re tailor-made 
for today’s new homes. office buildings. institu- 
They’re available in interior and 


tions. ete. 


exterior designs. 


Only the finest hollow-core construction—only 
carefully selected birch face veneers—only the 
highest quality workmanship are utilized in 
making Wisconsin Knight Doors. They are 
superior in every way. Your customers get 
maximum strength, minimum weight; makxi- 
mum beauty, at minimum cost. 


The Quality Door with a Price Conscience 


For Retail Dealership or Wholesale Distributership — W RITE 


WISCONSIN FLUSH DOOR 
MANUFACTURING COMPANY 





10101 Lyndon 


Phone TExas 4-3010 


Detroit 21, Mich. 
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“Send No Money" 

Just finished reading several chap- 
ters in a longish tome about Sears, 
Roebuck & Company—“Catalogs and 


” 


Counters.” 800 pages about one of 
America’s most interesting retail in- 
stitutions. 

Interested to learn that the com- 
pany at first was very much opposed 
to the extension of credit in any form 
although it featured “No Money 
Down” from almost the beginning of 
its career. However, this enticing offer 
was merely another way of saying 
C.0.D. As a matter of fact, in 1899 
Sears asserted, “We sell for cash, 
having no bad debts ... no expense 
for collections, we can sell at a far 
lower margin of profit than any other 
dealer and when you buy from us 
you are not helping to pay for all 
such useless expenses.” In some cata- 
logs it was claimed that those who 
purchased on credit paid from -25% 
to 50% more than when they bought 
for cash. Credit purchases were de- 
nounced and the company’s policy of 
selling for cash was extolled as a 
great money saver. 


The history of Sears, Roe- 
buck is a history of the evolu- 
tionary changes that have taken 
place in retailing. 


Trouble Brewing 


“Send No Money” didn’t turn out 
all that it was cracked up to be. More 
and more customers demanded credit, 
especially in purchasing durable goods 
which ran into a considerable: sum 
of money—cream separators, organs, 
pianos and such. Sears attempted to 
circumvent the extension of credit 
by asking customers to deposit the 
purchase price with a _ responsible 
bank for 30 days. Then if the goods 
turned out to be satisfactory, the 
bank would remit . . . a cumbersome 
procedure to say the least. 


"Write Us First" 


Sears didn’t break down on the 
extension of credit until about 1913 
when credit terms were granted on 
certain heavy items to customers of 
“unquestionable responsibility.” By 
1912 the company discovered that 
certain energetic individuals in vari- 
ous communities were buying such 
things as cream separators for cash 
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and reselling them at much higher 
prices on exorbitant credit terms. 
This caused the company to insert the 
following warning in its 1912 catalog: 
“If offered time or easy payment 
terms by an agent, don’t accept his 
offer no matter how liberal it may 
seem without first writing us ... no 
agent can make more liberal terms 
than we can. We want your cream 
separator order and will meet or beat 
all competition.” 


In 1913 Sears’ discovered 
terms were as important as 
price. 


Pianos Lead the Way 


In Sears 1913 catalog it was stated 
boldly that “If you do not wish to 
pay cash for your piano, write us for 
special terms . . . quality pianos sold 
on easy monthly payments.” Similar 
terms were advertised. on farm im- 
plements, cream separators, gas en- 
gines, vehicles and encyclopedia in 
special catalogs and circulars. The 
fall catalog of that year advertised a 
$5.00 monthly payment on pianos, re- 
gardless of price. No deposit was 
required. No carrying charge was 
levied and from three to five years 
was allowed to complete the payment. 
Piano sales jumped from $340,000 in 
1912 to $846,000 in 1913 and to $1,- 
089,000 in 1914 .. . conclusive proof 
that the easy, monthly payment plan 
was a great sales stimulator. 


Farm implements were poor 
credit risks. 


The Dawn Was Dim 


Interesting indeed is Sears early 
experience with installment sales. The 
farm implement accounts accepted in 
1915 proved of very poor quality. 
Possibly because the company at- 
tempted to increase its sales through 
the use of “outside” address lists to 
solicit business instead of relying on 
their regular customers. Special cata- 
logs and circulars were sent out 
which brought in many inquiries for 
terms on buggies, cream separators, 
engines, sewing machines, Encyclo- 
paedia Britannica, school furniture 
and miscellaneous farm equipment. 


The first five years turned 
out to be the hardest. 





MERCHANDISING 
CLINIC 


by R.E.S. 


Credit Experience 


Out of 19 commodities that were 
sold rather extensively on the easy 
payment plan from 1917-21, here are 
the items where the collections were 
toughest. The figures give the per- 
cent that proved to be uncollectible. 


Farm implements ...... 11.8 
Bible-lovers books ...... 10.5 
MINI GA or rcticict Sas ais wera bs 8.5 
Phonographs .......... 6.7 
are rears 6.4 
Kitchen cabinets ....... 6.2 


It seems passing strange that Bible- 
lovers books occupied the No. 2 spot 
in this early day experiment in in- 
stallment selling! 


Experience improves as time 
goes on. 


The Know-How Counts 


Sears was feeling its way on the 
extension of credits. The same was 
true of Montgomery Ward, Macy’s 
and other big retail concerns. Gen- 
erally speaking, it was not until the 
early ’20s when credit policies began 
to receive concentrated attention. 
From that time on, various methods 
of extending credit began to be better 
organized and more foolproof. Easy 
payment plans had their largest 
growth in the ’30s and it was not 
until 1939 that such great retail 
establishments as the Macy depart- 
ment store finally broke down and re- 
versed its “cash only” policy. In 1927 
some 15% of all goods were sold on 
the installment plan .. . furniture, 
phonographs, washing machines, vac- 
uum cleaners. 


New inventions responsible 
for increase in_ installment 
sales. 


Five Important Factors 


According to students of install- 
ment selling, there are five factors 
which contribute to the rise of in- 
stallment selling: 1) Mechanical in- 
ventions, 2) expansion of customer 
incomes, 3) increasing urbanization of 
the country, 4) organization of fi- 
nancing facilities, 5) change in atti- 
tude toward going into debt. 

Thus, installment selling finally be- 
came an important factor in the retail 
picture. 
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AGED TRIM SAVES... 


Here’s why John Day is the most profitable 
door and window trim you can handle: 


You save sorting, save handling, when you sell 
John Day packaged trim. 


You don’t have inventory losses on dirty, 
damaged trim. John Day packaged trim is as 
clean on the job as when it leaves our mill. 


Builders like it. Only John Day trim is al- 
ways superior “A” Grade Ponderosa Pine. 
Complete bundles are ready to drop near each 
door or window opening. Decorating costs 
less, since it seldom needs sanding and Pon- 

derosa Pine takes less paint. 


You can show a faster turnover on a lower 
inventory with John Day packaged trim. It 
is distributed only through millwork job- 
bers. Write us today for the name of the 

jobber nearest you. 


OREGON LUMBER COMPANY, Baker, Oregon 


JOHN DAY PONDEROSA PINE PRODUCERS 
AND MANUFACTURERS since 1889 








SOUNDBILT 


Exterior and Interior 


DOUGLAS FIR PLYWOOD 





Made Soundly to Sell Soundly 


The name, “Soundbilt’” is your assurance of quality 
and satisfaction in buying erior or Interior Doug- 
las Fir Plywood. 

“Soundbilt” is truly SOUNDLY-BUILT Plywood — 
made from selected old-growth peeler logs, laid out 
for efficient, economical production. 

Modern equipment, skilled workers and close super- 
vision assure you the best of manufacture. Avail- 
able in all standard DFPA grades. 

Consult us on your needs today. 


PUGET SOUND PLYWOOD, Inc. 


wis) Tacoma 2, Wash. 
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HOLT HARDWOOD (0. 


Manufacturers of 


MAPLE @ BIRCH @ BEECH @ OAK 
STRIP @® BLOCK 
and 
HERRINGBONE 
FLOORING 


. 
BROOM HANDLES 
GRADED SAWDUST | 


a 
High Grade Northern Hardwoods 
* 
Custom Kiln Drying 


Members: M. F. M. A. N. HLL. A ONL. & HM A. 


OCONnTO, WISCONSIN 
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7 ADDED 
FEATURES... 


You get them all in the new 
Moisture Register Model RF 4 





You can save money, protect sales and 
increase customer goodwill by using 
the Model RF 4, Moisture Register’s 
newest electronic instrument for test- 
ing moisture content in wood and 
wood products. Check these features: 


* Guaranteed accuracy. Only instru- 


ment testing from zero to 25%. 
2” penetration. 


New proximity fuse type tube and 
radio frequency oscillator unit for 
compactness, greater accuracy and 
increased stability. 


Oversize spring-loaded electrodes 
give perfect contact. Tests smooth 
or rough surfaces. No needles to 
mar surface. 


* Precise calibrations for 80 wood 
varieties. Calibrations accurately 
charted by susceptance variation 
method after 3 years of research. 


* Automatic battery voltage control 
maintains constant voltage for life 
of batteries. Radio type batteries 
obtainable everywhere. 


Simple to use. Only 2 controls. Flip 
the switch, read the dial, check the 
chart—all in 3 seconds! 


Cast aluminum instrument case and 
all-metal gun for extra ruggedness. 
Easy to carry. Complete unit weighs 
only 7 lbs. Contained in sturdy, vel- 
vet lined, fabrikoid covered case. 


Price $148.50 F.O.B Alhambra. 





10 DAY FREE TRIAL! 


Try it for 10 days free. Use it. Prove 
it's more accurate, easier to use. Send 
for one today. No obligation! 











Write for information on Moisture 
Register instruments specially designed 
for the paper, textile, leather and 
wood industries. 


ELECTRON oper 


The standard in moisture testing 
133 North Garfield Avenue, Alhambra, Calif 
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Products .... Sales Aids .... Literature 


Creo-Dipt Offers Completely 
Packaged Line 


The Creo-Dipt Company, Inc., 
manufacturers of Creo-Dipt Double 
Wall Zephyrs, now offers a com- 
pletely packaged line. Its genuine 
red cedar _ processed sidewall 
shakes, Creo-Dipt insulation back- 
ing board and nails are all pack- 
aged in sturdy cartons to assure 
maximum product protection and 
permit easy handling on the job. 





Officials report enthusiastic accept- 
ance of the idea by builders who, 
in greater numbers than ever be- 
fore, are relying on the long ex- 
posure, heavy butt lines and rich 
colors of Creo-Dipt Zephyrs to add 
interest and beauty to their homes. 
These features, plus the insulating 
value of Zephyr Double Wall con- 
struction, enable them to talk up- 
keep economy, comfort and fuel 
savings which all add up to in- 
creased saleability for their homes. 
Write Creo-Dipt Co., Inc., Dept. 
AL-60, North Tonawanda, N. Y. 


Dealers Offered Free 
Project Sheets for Customers 


R. D. Werner Co., Inc., is offering 
its dealers a series of home modern- 
izing project plan sheets to dis- 
tribute free of charge to their cus- 
tomers. 

These sheets which show how 
to streamline old bathtubs with 
Chromtrim and add a bright, mod- 
ern touch to bathrooms, playrooms, 
etc., are increasing retailer busi- 
ness according to company officials. 
The sheets bring customers into the 
store leading to impulse buying of 
many companion items with which 
Chromtrim is used. The Werner 
project sheets are just one phase 
of the company’s stepped-up promo- 
tion program. Consistent national 
advertising to 12,000,000 families 





offers both free project sheets and 
“Trim Ideas,” a 10c, 16-page book 
of projects. Each request for proj- 
ect sheet or book—and Werner says 
the response has been tremendous 
—is promptly answered with the 
nearest Chromtrim dealer’s name 
enclosed. Write R. D. Werner Co., 
Inc., Dept. AL, 295 Fifth Ave., 
New York 16, N. Y. 


Palmer Welloct's New Line 
of Nail Hammers 


The Palmer Welloct Tool Corpo- 
ration has announced the develop- 
ment of a new line of nail ham- 
mer heads designed in such a man- 
ner that the center of gravity is 
in a position to permit perfect bal- 
ance, with the weight distributed 
directly in the line of drive. Such 
design is said to permit truer, 
easier and faster driving for a 
given amount of applied energy. 
Photograph illustrates the ease’with 
which the Palmer head balances 
perfectly on its face. The heads 
are of forged chromium alloy steel, 
scientifically heat treated to maxi- 
mum hardness and toughness, and 
polished to a permanent mirror 
finish. The Palmer Perfect Nail 
Hammer line includes 20, 16, 13, 
and 7-ounce curved claw heads, a 
16-ounée plain face and a 16-ounce 
ripping hammer head. Write The 
Palmer Welloct Tool Corporation, 
Dept. AL, Meadville, Pa. 


= 
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SINCE 1919... 
the first and 
finest in 
finished oak 
flooring? 


PRE-FINISHED OAK 


¥e"nx2” & Wa" and 25/32"x2%" & 1Y%_”. Rich, gleaming twilight 
tone finish is ‘ironed into the wood” on CROMAR'S exclusive sub- 
surface process. Self-leveling joint. Nail holes machine-punched. 


UNFINISHED OAK & HARD MAPLE 







|HARDWOOD FLOORING 


| Conveniently machine packaged in steel-strapped 
bundles. Prompt shipment on most grades. PHONE 
WILLIAMSPORT 4181, wire or write... 




















THE CROMAR COMPANY 25/32'"'x2'/," & 1/2". Straight line, top quality, standard matched. 
SUSQUEHANNA ST. WILLIAMSPORT, PENNA. Well manufactured from Appalachian Oak and Hard Maple, 
carefully graded. 
a7 - 
: Reduce Delivery Costs 
y and SINCE 1918 
Speed up Deliveries 
with an Load and Unload a Load at a time 


R-B ROLL-OFF TRUCK BODY _ 


Complete Beds Shipped KD 
EASILY MOUNTED 





Write for Catalog & Prices 


Two Minutes Are Better Than 


The R-B COMPANY, 1921 Guinotte, KANSAS CITY 1, MO. 


TWIN HARBORS LUMBER COMPANY 


Aberdeen, Washington 








Manufacturers and Distributors of all 


WEST COAST WOODS AND SHINGLES 








i eiadiasinianionn 





SINCE | Manufacturers of Highest 
1895 Quality Forest Products 


J. NEILS LUMBER COMPANY 


IDAHO WHITE PINE © PONDEROSA PINE 
ENGELMANN SPRUCE - LARCH * DOUGLAS FIR 


MILLS: Libby, Montana and Klickitat, Washington 


SALES OFFICES: Minneapolis, Minnesota; Chicage, * 
Iinois; New York City, WN. Y. 





BuitpInG Propucts MERCHANDISER 49 











Western Wholesalers Offer 
You Utmost In Service 
On Your Lumber Needs 


For service that “rings the bell’’ on the 
kind of lumber you need, order from 
your Western Wholesaler. 


With many mill contacts, he can fur- 
nish you the right quality, right values 
in Western Woods. 


He knows each mill's specialty, re- 
sources and manufacturing facilities. 


For “plus service” on your order — for 
utmost in satisfaction — put your needs 
up to these leading Western Whole- 
salers. 








‘ ee 3 


564 Mosher * Sta, 7 pce eg x Cal. 





MAUK SEATTLE LUMBER COMPANY 


SEATTLE, WASH. 
WESTERN LUMBER se 
Bastern Office € Wareh 
THE C. A. MAUK LBR. CO., TOLEDO, oO. 


Joseph A. Adair Lumber Co. 
520 S. W. Sixth Avenue 
Portiand 4, Oregon 


Carl E. Soderberg Lumber Co., Inc. 
1120 Old Nat'l Bk. Bldg., SPOKANE 8, WASH. 
PINE SPECIALISTS 


Riverside 4335 


CURTIS LUMBER COMPANY 
613 PITTOCK BLOCK, PORTLAND 5, ORE. 
FOREST PRODUCTS 
Telephone: AT 6591 Teletype: PD572 








Main 6954 








Duncan Lumber Co., Inc. 
818 Securities Bldg., Seattle 1, Wash. 


Specializing in Fir Gutter, all sizes and patterns. 


Morrill & Sturgeon 


Lumber te oe + Vee 
Yeon Bidg., Portland, Ore. 


Pacific National Sales Co. 
West Coast Lumber 
P. O. Box 1587, Tacoma 1, Wash. 


WALES LUMBER COMPANY 


OLD NATIONAL BANK BUILDING 
SPOKANE - - - WASHINGTON 
Our 30th Year 
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Yale Nightlatch 
Improvements Announced 

The widely-used “36” Yale night- 
latch has been improved in appear- 
ance and redesigned in construc- 
tion. Shown at right is the old style 
Yale “36” nightlatch, which has 
been popular for a quarter century. 
On the left is shown the modern 
redesigned, comparable auxiliary 
lock, also called the Yale “36” 
nightlatch. Not only has there been 
a “face lifting” of the exterior de- 
sign and more beautiful finish, but 
the interior mechanism has been 





greatly improved. The new Yale 
“36” nightlatch has a lever-type 
turn that makes it possible for the 
latch to be retracted, and stay re- 
tracted, with a flick of the thumb. 
In the old nightlatch, it required 
one hand to hold the round thumb 
turn while the other hand was 
needed to slide an additional button 
to achieve the same result. The 
new Yale “36” nightlatch will be 
sold for the same price as the old 
model. Write the Stamford Divi- 
sion of The Yale & Towne Manu- 
facturing Company, Dept. AL, 
Stamford, Conn. 


Stamped Brass Chrome Plated 
Bathroom Accessories 


The new Faries Style No. 2000 
Worthmore chrome bathroom ac- 
cessories have been designed for 
economy installation with quality 
appearance. They are sturdily con- 
structed of stamped brass heavily 
chrome plated over nickel. No. 2017 
Faries silent ball-bearing paper 


| Farios Ut lorthimore 





STAMPED BRASS STYLE 2000 __ 


holder assures free and more even 
rolling of paper and is -removable 
in a jiffy without breaking finger 
nails. No. 2018 exclusive rattle- 
proof grip stanchion permits easy 
removal, yet prevents tipping; shelf 
is far enough from the wall to avoid 
soiling of wall. No. 2020 square 
corners grip the towels to prevent 
slipping; also add beauty and con- 
venience to a bathroom, The manu- 
facturer’s display panels provide 


‘Plank Flooring, the 





attractive exhibits from which cis- 
tomers may examine the actual .r- 
ticles and promptly purchase their 
requirements. The panels are {in- 
ished in royal blue, mounted and 
designed for counter, window, or 
wall display. For illustrated folder 
featuring Style No. 2000 accesso- 
ries, write Faries Manufacturing 
Company, Dept. AL, Decatur, III. 


Sales Promotion Packet 
Announced by E. L. Bruce 


Lumber dealers will be inter- 
ested in E. L. Bruce Co.’s sales pro- 
motion packet lately introduced to 
help retailers sell new Bruce Ranch 
company’s 


newest prefinished and _ ready- 


pegged plank-type Oak floor for 
homes of modern design. The pro- 


heavy 


motional kit supplements 





national advertising, and contains 
mounted advertisement reprints, 
point-of-sale display streamers, 
mat proofs for use in local adver- 
tising, and booklets and folders in 
two sizes for distribution to sales 
prospects or for use as envelope 
stuffers. These sales-stimulating 
packets are being supplied to all 
recognized lumber dealers inter- 
ested in introducing Ranch Plank 
Flooring in their sales areas. A set 
will be sent, free of charge, to any 
dealer. Write E. L. Bruce Co., 
Dept. AL, P. O. Box 397, Memphis, 
Tenn. 


New Electric Dishwasher 


Mullins Manufacturing Corpora- 
tion will enter the electric dish- 
washer field in September with a 
27-inch automatic dishwasher and 
a 48-inch electric sink, as additions 
to its Youngstown Kitchen line. 
The units are said to operate on a 
new and revolutionary dishwashing 
principle that is the product of 
several years’ research and field 
testing. National consumer adver- 
tising and other promotional plans 
will break early in September when 
the dishwashers reach the mar- 
ket. Introductory distributor-deal- 
er meetings are scheduled for July 
and dealer training and _ service 
meetings will be held in August. 
Write Mullins Manufacturing Cor- 
poration, Dept. AL, Warren, Ohic. 
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CHROMEDGE Prorrr 


M. REG. U, S. PAT. OF 


— Rol sink frames 


WATERPROOFING 






A favorite of builders and mechanics! No exact seribing, 
cutting or fitting. Just “tap and roll” upright lip of frame 
tightly over edge of covering. Waterproofing traps assure 
tight, permanent moisture seal. 735-TXB accepts light stand- 
ard, heavy standard or 1/8” coverings. Also 735-TXD for 
.030 to 1/16” plastic laminates, and 735-TX-WB for plastic 
laminates with backing or underlayment to over-all thickness 
of 5/32”. See your Chromedge distributor! 


Mfod. under B&T’s U.S. Patents Nos. 128793 and 2258314. Other Pats. Pending. 


Typical of 
The B 


CHROMEDGE 
Metal Trims for 
Every Need 


Metals Co. 


Columbus 16, Ohio 








"INCREASE YOUR SALES. 








When 
"Balance" 





Counts 


You, too, can keep your stock in proper balance 
by using W. T. Smith Lumber Company's MIXED 
CAR SERVICE. Order what you need when you 
need it and keep your lumber inventory profitably 
balanced. 

Pine Flooring 
Siding 


Oak Flooring Mouldings 
Dimensions 


Selective Cutting Assures Permanent Supply 








CHAPMAN, 


ALABAMA 


66 YEARS OF MANUFACTURING YELLOW PINE 
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Feature GRANT 
Silent Sliding Hangers 


the only hangers containing these 
outstanding advantages: 


Ease of Installation @ Three Adjustments 
Ball Bearing Action e Center Hung Feature 
Automatic Alignment of Doors 
Doors that Never “Jump the Track” 


Grant No. 16 single track 
sliding door hanger features 
Nylon ball bearing rollers 
for a silent and smooth op- 
eration. Three way adjust- 
ment aids in overcoming 
door sagging and warpage. 











GRANT 


SILENT 


Sliding door, hardware 


Grant No. 17 double track 
hanger incorporates the 
above advantages and in 
addition the double track 
arrangement allows for a 
simplified installation of mul- 
tiple unit doors. 








For more than half a century leading ar- 
chitects have recognized the outstanding 
features of Grant quality hardware. 


GRANT also Manufactures: 


Sash Pulleys Curtain & Drapery Hardware 
Drawer Slides Stage Curtain Hardware 
Sheaves & track Hospital Cubicle Hardware 





7 Write Dept. L 7 for complete illustrated literature — -, 


GRANT PULLEY & HARDWARE CO. 


The foremost name in Sliding Devices 








33-34G 57th Street 
Woodside, L. I., N. Y. 


representatives in all major cities 
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PRICES 


Warehouse or Carload 
Shipments 





Dependable shipments of high 
quality birch plywood—birch ve- 
neer—birch lumber—birch doors. 


BIRCH PLYWOOD 


STOCK PANELS 


Grades A-A, A-1, A-2, A-3, 1-1, 1-2, 
1-3, 2-2, 2-3, 3-3. All thicknesses: 
Vy" to 3/,°. Complete stock sizes 
or your sizes upon request. 


CUT TO SIZE 


Excellent sources for cut to size 
panels. 


BIRCH DOOR PANELS 


Grades available: 1-3, 2-3, 3-3, in 
V/s" and 3/16” thicknesses. All 
panels are 3-ply construction. 


Phenolic, Urea, Melomine and 10 
Cycle Glue. All hot press glues, 
on door panels and stock panels. 
All birch plywood meets standard 
CS 35-47 Bureau of Standards 
specifications. 


BIRCH VENEER 


Rotary and Sliced Cut. Standard 
Thicknesses. Faces, Backs, Cross 
Banding & No. 1 Sheet Stock. 


Specify your Requirements. 


DEPENDABLE 
DELIVERIES 


W. R. BRAUND 


Suite 214, Dept. CD 
Wabeek Building 


BIRMINGHAM, MICH. 
Telephone 5022—TWX Birmingham 500 
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Solo-O-Lite Introduces New 
Storm Door and Window 
Covering 


The Sol-O-Lite Manufacturing 
Company, manufacturers of win- 
dow materials, has announced a 
new storm door and window cover- 
ing. The material is made of Viny- 
lite Bakelite Plastic in sheets 36” 
wide by 72” long. The material is 





























described as strong and durable 
and will not crack in below freez- 
ing weather. One cover, which can 
be used for either the storm door 
or window, comes complete in a 
single package. The package con- 
tains one plastic sheet, eight tack- 
ing strips and nails for installing. 
For further information write the 
Sol-O-Lite Manufacturing Com- 
pany, Dept. AL, 4301 W. North 
Ave., Chicago, IIl. 


Sales Building Folders 
for DeWalt "Power Shop" 


To visualize the many practical 
hobby and industrial uses of the 
DeWalt Power Shop—the machine 
of 1001 uses—DeWalt, Inc., has 
prepared a large six-page color 
folder, shown here, as well as a 
small four-page folder. These fold- 
ers illustrate and dramatize the 
many applications and uses of this 
machine in a home workshop, car- 
penter, vocational or other wood 
shop. “The DeWalt Power Shop,” 
says the copy in the folder, “gives 


HeEWALT | 
A S 











you 10 power machines in one— 
brings industrial efficiency to your 
hobby shop!” For copies of these 
folders and more complete informa- 
tion, write DeWalt, Inc., Dept. AL, 
57 Fountain Ave., Lancaster, Pa. 


Eye-Catching Display 
Designed for K-Venience Line 


An attractive counter display is 
planned to tie in directly with na- 
tional advertising on the new line 
of Kitchen K-Veniences. It can be 
set up on the counter or in a win- 
dow as it requires less than two 


J Kenhietices. 


aS ae eet 


square feet of floor space. This 
demonstration display is furnished 
to K-Venience dealers without 
charge, except for the actual 
mounted samples which are a per- 
manent part of the display. These 
include disappearing pan _ racks, 
disappearing towel racks, swinging 
towel racks, and extension hang 
rods. These space-saving fixtures 
are designed to provide a place for 
everything from dust mops to dish 
towels. Styled for today’s compact, 
functional kitchens and attractively 
finished in chromium, the new 
Kitchen K-Veniences are said to 
make any kitchen more convenient 
and attractive. Write Knape & 
Vogt Manufacturing Company, 
Dept. AL-N60, Grand Rapids 4, 
Mich. 
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~ Sheviin-McCloud 
Lumber Co. 


Distributors of 


SHEVLIN PINE 


PONDEROSA PINE 
SUGAR PINE 
DOUGLAS FIR 
WHITE FIR 


Selling the Products of: 
THE McCLOUD RIVER LUMBER CO. 


McCloud, Calif. 


THE SHEVLIN-HIXON COMPANY 


Bend, Ore. 


MEMBER 
Western Pine Association EXECUTIVE OFFICE 


Ponderosa Pine Woodwork 900 First Nat’l-Soo Line Bidg. 
West Coast Lumbermen's Association MINNEAPOLIS 2, MINN. 


District Sales Offices 
New York 17 





San Francisco 5 Chicago 1 
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Anaconda Copper 
Mining Co. 
Lumber Department 


Bonner, Mont. 


Manufacturers of 


Ponderosa Pine, Fir and 
Larch Lumber 
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Logged in 1936-1937 


HARDWOODS @ WHITE PINE @ HEMLOCK 


Our sustained yield forest management policy for the 
past thirty-five years is providing for current needs of 
today and future demands of tomorrow. 


DEFEND YOUR TRADE 
with 
MENOMINEE INDIAN MILLS 
Neopit, Wisconsin 


Air-dried QUALITY LUMBER Kiln-dried 





“I was in busine$s 27 years--- 


and had onlyie NE FIRE 








One tire - - - that’s all it takes ! ! 


Many businessmen learn this tragic truth only 
when fire robs them of a lifetime of work and 
saving. 

For sound protection against loss by fire—Lum- 
bermen insure with the Lumbermen’s Under- 
writing Alliance. Assets: $10,743,031.00. 


You can enjoy the security of specialized insur- 
ance ... protection created for you, through the 


Lumbermen’s own insurance source. Write us. 
CZ | pesegaline 
Use. Underwriting Alliance 


J. J. Lynn, President 


1000 R. A. Long Bidg. Kansas City 6, Mo. 
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The 2¢z Corner 


Try your hand at this week's 
Dealer Product quiz. Score 20 
points for each question answered 
correctly. Answers are given be- 
low, but don't peek. 


How do you determine the lineal 
footage of wall plates in a house? 


2. What is a bullnose concrete block? 


3. How many general purpose elec- 
trical circuits should be planned 
for a house? 


4. What size nail is used to lay %” x 
12” hardwood flooring? 


5. What is a deadbolt? 


Here are the answers 


1. Multiply the lineal length of all walls 
and partitions and multiply by 3. 


See page 54 of your 1950 Dealer 
Products File 


2. A block with a rounded corner. 


See page 482 of your Dealer 
Products File 


3. At least one for every 500 square feet 
of floor space. 


See page 447 of your DPF 


4. 4 penny, finishing. Complete nailing 
chart for flooring is given on page 351 
of your DPF. 


5. A manually operated, square-edged 
bolt included with some lock assemblies 
for added security. 


See page 256 of your DPF 


* * * 


You Don't Have to Carry 


Around the Answers in Your 
Head. 


They're all in your 1950 Dealer 
Products File— 


And with the new, complete 10 
second Index — the answer to 
any lumber and building prod- 
ucts question is always at your 
finger tips. 


Use Tt 
Every Day 








a 
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Shellac Bureau Offers 
New Furniture Pamphlet 

A new 6-page pamphlet has been 
made available to the public free, 
upon request, by the Shellac In- 
formation Bureau. Containing in- 
formation on how to secure the 
finest possible finish on floors and 
furniture by an intelligent use of 
shellac, the booklet is intended to 
serve as a guide for householders 
and amateur decorators. A special 
section deals with unfinished fur- 
niture, currently widely popular, 
and gives succinct directions for 
producing flat, pickled or natural 
finishes with a minimum effort. In 
addition, expert advice on how to 
retouch worn traffic spots on floors, 
and how to prepare wood surfaces 
for shellac applications—used 
either as an undercoat or as a sur- 
face finish—are included. To secure 
a copy of the new booklet, requests 
should be addressed to The Shellac 
Information Bureau, Dept. AL, 65 
Pine St.. New York 5, N. Y. 


Shel Plas Package 
and Display 

Shel Plas, the selfsealing crack 
filler, is now being packaged in a 
deep brown box with brilliant yel- 
low letters. The counter display is 





bright yellow, with the deep brown 
letters. The large display holds 12 
of the new 7% oz. tubes of Shel 
Plas. The smaller display was de- 
signed for the new 3 oz. tube. The 
manufacturers of Shel Plas found 





that sales of Shel Plas in sever:| 
key testing outlets jumped on an 
average of 63% after this new 
package and display were usec. 
Write Benwell Corporation, Depi. 
AL, 2305 Goodrich, Ferndale 26, 
Detroit, Mich. 


New "Tap-Down" Metal Trim 
Added to Chromedge Line 


A new Chromedge Metal Trim 
for plastic laminate coverings that 
have a backing or underlayment 
1.’ thick, is said to extend the 
time-saving advantages of  tap- 
down installation to many different 
uses in addition to sink edgings. 
Designated by the style number 
735-TX-WB, the molding is avail- 
able in stick lengths as well as in 
preformed sink-well frames. Be- 





cause its lip is tapped firmly down 
over the covering, the trim forms 
a permanent, lock-grip seal along 
edges of the material. This is said 
to permit a tighter seal than can 
be accomplished with conventional 
slot-type edgings and bindings. A 
number of practical uses have de- 
veloped for this tap-down trim, in- 
cluding applications as edgings or 
sealers, on counter, desk and sink 
tops and similar areas. According 
to the maker, quicker installation 
and a neater fit are assured without 
the need for exact scribing and 
cutting. The lip of the trim pene- 
trates and grips the covering mate- 
rials. Grooves, or traps, retain the 
waterproof cement and effect a 
watertight joint for counter and 
sink-top installations. Write the 
B & T Metals Company, Dept. AL, 
Columbus 16, Ohio. 
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CASH in on the SALES POWER of 
Vify Bronze Window Control Springs 


Available for plain rail MOM THAW noo 
v «double hung win- 0.00 
dows. 





48085 





SELLS Right out of Display Box 
Now Retail at Only 25c¢ Per Pair 
For new or old construction—can be installed without tools 


or nails in just 2 minutes. Jiffy Bronze Window Control 
Springs are excellent for low cost houses, tourist cabins, 


cottages, attics, garages, etc.—in double hung or sash rail 
windows. They eliminate sash cords, pulleys. No mortising 
or boxing. Made of special, durable spring bronze. Passed 
10 year tested by Armour Research Foundation. Over 


11,500,000 sold on ‘‘Money Back” Guarantee. 


Get Your Stock Today From Your Jobber 


LEIDGEN SPECIALTY CO. 


Oconomowoc, Wis. 








It helps 

to move 
Masonry 
Materials DONLEY 


Outdoor Fireplaces 
Attractive, practical de- 
sign and metal acces- . 
sories co-ordinated . 25s 
with such design — 
these are the keys to 
profitable sales of ma- 
terials for outdoor fire- 
places. Put a copy of Donley Outdoor Fireplaces in the 
hands of a home owner and it is odds-on that you have made 
a customer for a substantial, attractive outdoor fireplace. 





The Donley line includes units for grilling, broiling, baking, 
and stove top cookery. This booklet shows them installed, 
singly and in combination, by means of actual photographs 
as well as designs. Portable and free standing units of sub- 
stantial construction included, also cranes and grills in varied 
sizes. Arrange today for a supply of this new 24 page edi- 
tion, that sells to the public for 25 cents a copy. .. New 76 
page edition of Donley Book of Successful Fireplaces (indoor 
and outdoor) also just from the printers. 


THE DONLEY BROTHERS CO. 


13928 Miles Avenue Cleveland 5, Ohio 














OMAK-KWALITY 


Window, Door and 
Cellar FRAMES 


Trim, Mouldings, Casing, Base. 
Finish Lumber, Furniture Spe- 
cialties, Etc. 


District Sales Representatives 


Mr. R. F. Taylor Mr. H. M. Tripp 

No. 24 Welwyn Road P.O. Box No. 85 

Great Neck, L. I. Crystal Lake, Ill. 
New York 


Member Western Pine Assn. 





Anything in 
West Coast Woods 


Manufacturers of: 


Mouldings 
Furniture Dimension 
Glued-Up Stock 
Industrial Shook 
Venetian Blind Stock 
Ready-to-Assemble 

Furniture Parts 
in fact, Anything in 
West Coast Woods! 

Send us your inquiries for 


PONDEROSA PINE, SUGAR PINE, 
INCENSE CEDAR, DOUGLAS 
AND WHITE FIR 








1635 Dierks Building 
Phone: Victor 4143 
Kansas City 6, Missouri 








TO ANDERSON, CALIFORNIA 


Sawmills: Canby, Calif.. and Anderson, Calif. 
Remanufacturing Plant: Klamath Falls, Oregon 
Box Factory: Alturas, Calif. 
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Modern Cabinets for the 
Modern Bathroom 


Stor-in-door models afford the 
cabinet convenience of a_ second 
bathroom with shelves in the door 
and cabinet body. They provide an 
excellent arrangement for “His-n- 
Hers”; small, unlighted models for 
children are also available on either 
side. In addition to increasing 





usable the Stor-in-door 


space, 
lends greater usefulness to cabinets 


with every item in the cabinet 
plainly visible and within fingertip 
reach. The attractive chrome- 
trimmed door of the cabinet shown 
here, blends perfectly with the 
beveled plate-glass mirror which is 
held in position with a new type, 
streamlined clip. All Grote cab- 
inets are Sealtex treated before 
enameling — rust-resisting; they 
have sturdy non-sag  piano-type 


































( Here's the one that \ 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SEUS BETTER because 
it WORKS BETTER. 












Most dealers report: 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 
year.” What’s more, 

urham’s Rock- 
Hard Water Putty 
gives you by far the 
best profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or chip off. Durham’s Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. « Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of eath on dis- 
play. Available in 25, 50, 100-lb. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 





}) DONALD 
DURHAM 
COMPANY 
Des Moines 4 

lowa 









in POWDER Form 
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hinges, adjustable glass shelves, 
bullet-type door catch and easy-to- 
clean rounded corners. A new cata- 
log featuring these exclusive Stor- 
in-door models, shows a full line 
of bathroom cabinets for all types 
and sizes of installations. Write 
The Grote Manufacturing Co., Inc., 
Dept. AL, Bellevue, Ky. 
For Door, Wall Board, 
Wall Tile Promotion 

Door displays that can be moved 
from one point to another in the 
dealer’s store, provide a permanent, 
day-by-day promotion for the sale 
of door units. In an eight-door 
display, several doors can be given 
spot positions at the entrance, near 
a stairway, close to an aisle, or in 
any other desirable location in the 
store. A portable stand permits 
moving the door display frequently, 
and wherever needed. It is not 
necessary to bolt the stand to the 
floor —the heavy iron base won’t 
tip. It is also unnecessary to bolt 
or fasten the doors to the stand. 
They are held securely by steel 
brackets which neither scratch nor 
mar the door units. The stand 
revolves smoothly on ball bearings, 
allowing the customer to easily 
view each door. Since the stand 
can also be used to display other 
materials such as wall board, wall 
tile, panels, etc., door displays can 
be featured alternately with other 
products. For information write 
The Ken-Ro-Bil Corporation, Dept. 
AL, Van Buren, Ohio, 


ES-Nail Improvements 
Announced 

Elastic Stop Nut Corporation of 
America has announced several im- 
provements in the 1950 version of 
its self-clinching stainless steel 
ES-nail, used for face-nailing as- 
bestos shingles directly to either 
%-inch or 25/32-inch sheathing. 
Major changes, ESNA has reported, 
are in the point of the nail, which 
is sharper, and an increase in 
strength from a tighter V channel 
section in the body design of the 
new nail. The important result of 
these changes is that the ES-nail 
can now be used at nailing points 
where the sheathing material is 
backed up by wood, such as studs 
and corner posts. This, together 
with other modifications incorpo- 
rated in the 1950 model, results in 
faster ES-nail application. The 
stainless steel ES-nail, like other 
products in this line, has two 
legs, one enclosing the other, hinged 
near the end and forming a tri- 
angular loop at the top. When the 
nail is driven into the material, 
the last blow of the hammer flattens 
the head of the fastener which, by 
automatic lever action, causes the 
locking foot to be drawn up behind 
the sheathing material. Write Elas- 
tic Stop Nut Corporation of Amer- 
ica, Dept. AL, 2330 Vauxhall Road, 
Union, N. J. 


Yard Lighting for Safety 
and Convenience 


Liteway’s aluminum lamp posts 
provide yard lighting for safety 
and convenience as well as home 
decorative purposes. The posts may 
be had with or without lanterns. 
Both are built to last a lifetime. 
They are permanent, rust-proof, 


easily painted if desired, and easy 
to wire and install. The all-copper 
lanterns, in three styles, are fin- 
ished in satin black. The Newport 
has an overall height of 24”; The 
Mayfair, 20”; and The Hampshire, 
three post 


17”. There are also 
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models which measure approxi- 
mately 814 feet in overall length. 
Any post and lantern make a har- 
monious combination to blend with 
home styling. The company also 
manufactures a sectional aluminum 
flag pole. Catalogs, envelope stuff- 
ers and newspaper mats covering 
the complete line are available. 
Write Swain & Bridge, Dept. AL- 
NB, New Britain, Conn. 


Light Step Ladders 


Here’s a fully riveted aluminum 
step ladder constructed with .064” 
thick 52S-H34 aluminum alloy, 
available in standard sizes of 
4’-6’-8’-10’12’. Pail shelf is omitted 
on the four-foot size and included 
on the others. There are heavy 
ridges in steps for non-skid foot- 
ing, thick fibre insulating blocks 
on all floor contact points. Hard- 


- ware, including external braces, is 


made of heavy gauge cadmium stee! 
for greater strength at stress 
points. These ladders are designed 
for heavy service where light- 
weight, one-man equipment is es- 
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For over 22 years our Company has spe- 
cialized in the manufacture of Oak Floor- 
ing. Our Ozark Brand Oak Flooring is 





made from selected stock, properly sea- 
soned in Moore Cross-Circulation Kilns. 
Our plant is modern throughout and 
machine work unexcelled. 


— 


Ozark Brand Oak Flooring is expertly 
graded in accordance with NOFMA grad- 


ing rules. 


- ~ 
Kt S 
; NK 
x 


Try Ozark Brand 
Oak Flooring 
You'll like it. 


ee) 
hy, 


THE OZARK OAK FLOORING CO. 


BISMARCK, 


MISSOURI 








to Satisfaction 
r Lumber 





STRAIGHT CARS 
MIXED CARS 


including 
lumber, plywood, doors 





DOUGLAS FIR 
WEST COAST HEMLOCK 


i 
- THE GRISWOLD LUMBER Go. 5 


Vanufacturers and Wholesale Distributors 


FAILING BUILDING PORTLAND 4, OREGON 
Telephone ATWATER 8319 


Dependable 
Values 





Carlton Manufacturing Co. L. H. L. Lumber Corp. 
CARLTON, OREGON CARLTON, OREGON 
15 Million Feet Annual Cut 45 Million Feet Annvol Cut 





“ILL INTERESTS: 


“wee 


\ AFFILIATED 





Bi itpING Propucts MERCHANDISER 





the winning 
COMBINATION 








ABESTO LIQUID, 
teamed up with SMOOTH 
SURFACE ROOFING, 
produces a better built-up 
roof at lower cost. 


ABESTO LIQUID is also ideal for base- 
ment damp proofing and roof coating. 





Write for specification sheets 


ce Ak REG. U. S. PAT. OFF. 


Manufacturing Corp., Dept. D-3, Michigan City, indiana 








Manufacturers of 


RED CEDAR 
SIDING 


and 


SHINGLES 


The Brand to Rely on fer 
Quality Products 


























Distributed through the 
Wholesale Trade exclusively. 





























THURSTON -FLAVELLE LTD. 


Port Moody, B. C. Canada 
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sential, and are a supplement to 
round out the full line of ladders, 
planks, and stages offered by this 
manufacturer. Write Louisville 
Metal Products Company, Ince., 
Dept. AL, 1101 W. Oak St., Louis- 
ville, Ky. 


New Sta-Lock Shingles 


New to the Celotex line of as- 
phalt roofing products are Sta-Lock 
Double Coverage Shingles with an 
exclusive ‘interlocking design which 
assures double coverage over 100% 





of the roor area (triple coverage 
over 42%) and permits each shin- 
gle to be secured to the roof or 
adjacent shingles at eight separate 
points. This provides extra wind 
protection and prevents’ shingle 
“blow-ups.” The design also pro- 
vides a distinctive new pattern 
which, combined with the new 
lighter Celotex color blends and 
deep-grained texture, creates a 
very attractive roof. To demon- 
strate the interlocking design of 





Sta-Lock Shingles, Celotex has 
made available a kit of die-cut cards 
in the shape of the actual shingles, 
When properly assembled, these 
cards illustrate the locking princi- 
ple and the double and triple cover- 
age features. Also available are en- 
velope enclosures describing Sia- 
Lock Shingles. Write The Celotex 
Corporation, Dept. AL, 120 S. La 
Salle St., Chicago 3, Ill. 


Bridgeport Inner-Seal 
Live-rubber Weatherstripping 
This Inner-Seal Weatherstripping 
is specially designed in size and 
shape to make it more adaptable for 
weatherstripping windows, garage 
doors, doors, etc. Inner-Seal helps 
prevent air leaks as well as keep 
heat or cold in or out, says the 
manufacturer. It is made of special 
live rubber bead molded to a flange 
woven of spring steel wire and cot- 
ton thread. It is then completely 
coated with latex making it water- 
proof. The natural color of Inner- 
Seal makes it ideal for use on any 
home or building because it blends 
with any trim. The manufacturer 
has available a complete merchan- 
dising program—including posters, 
newspaper mats, radio spots, and 
folders—to help dealers sell Inner- 
Seal. For complete details, write 
Bridgeport Fabrics, Inc., Dept. 











DON’T 


Get complete informa- 
tion today — write for 
Bulletin No. AL-70. 


Standard Conveyor Company 
General Offices: 


RAVITY & POWER 
CONVEYORS 
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CARRY 


CONVEY IT 


Cut handling costs — 
increase safety—reduce 
manual handling with 
conveyors. Eliminate 
those costly time wast- 
ing steps between cars, 
piles and storage 
sheds. Let conveyors 
provide fast, low-cost 
and speedy handling 
of your products. 





L 


IT— 


Pine and Hardwood Lumber 
and Hardwood Flooring 








- Lumber Manufacturers a 


AL, Bridgeport 1, Conn. 





d Tree Farmers | 
























ee 


A TIME-TESTED 
SOURCE OF SUPPLY— 


Since 1898 Urania has been delivering 
more than usual satisfaction to custom- 
ers. As a pioneer in scientific reforesta- 
tion, always Urania has been looking 
ahead to permanence of operation— 
and lasting customer satisfaction. 


Urania is an organization you can de- 
pend on to ship you well-manufactured, 
properly seasoned and 
graded lumber. 


Put your lumber needs up to Urania 
— the time-tested source of supply. 


Urania Lumber Co. 


Urania, Louisiana 


S.P.A. — S.P.1.B. — $.H.P.I. 


















accurately 








Members 
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my; Sell and Profit with New Decorative 
| Walk Paneling -- \t's DIFFERENT! 


PLYTEX is the NEW decorative plywood that is wire 
brushed to accentuate the hard grain in a bold 
relief pattern. Finishes attractively in clear lacquer, 
stains, and in solid or two-tone colors. Available in 
/4''—4'x8', Interior and Exterior. 


Advertising aids available to create sales and build 



























3 Dimensional Grain profits. Write for FREE sample and prices, TODAY. PLYTEX is a “different” wall paneling. 
J RIGHT 
a sor Sig a AETNA PLYWOOD & VENEER COMPANY 
and 1732 N. Elston Avenue . = ARmitage 6-7100 — Chicago 22, Ill. 
for RIGHT Branch Warehouses: Grand Rapids, Michigan; Indianapolis, Indiana; Rockford, Illinois. 
rave For Every Budget Sales Offices: Detroit, Milwaukee, Minneapolis, Richmond, Va.; Marion and West Lafayette, Indiana. 
elps 
ceep 
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= Clements Lumber Co. 
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1er- MANUFACTURERS & WHOLESALERS + DOUGLAS FIR LUMBER 
EUGENE, OREGON + P.0. BOX 908 » PHONE 5-3317 + TELETYPE EG 49 
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[|| PONDEROSA PINE 


mane MAK High Altitude, Soft Textured Growth 
VP 








Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE CALIFORNIA 














REGISTERED 








Quality Lumber 
for 62 Years 













M. California Sugar Pine , 
ss Ponderosa Pine 
| Western White Spruce | 


Cut Stock -- Mouldings 
Industrial Box Shook 


Sustained 
Yield 


‘ 


N 


WINTON LUMBER SALES CO., Hockay “Jower. MINNEAPOLIS 2. MINN. 
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f} EWiAY 
Sectional 
Aluminum 


Lamp Post 


Three Models 


With or without lan- 
terns. 8 foot hollow ‘ 
lamp post—easy to 

wire and install. 





Beautifully designed 
rust proof—lasts a 
lifetime. 








Ships parcel post 
Send for a catalog 








NEW BRITAIN, CONNECTICUT 


cer tat PLUS SALES 


DAY AFTER DAY 
MAKE THOSE EXTRA PROFITS 


Cleveland 


TIMBER FITTINGS 


RIBBED STEEL JOIST HANGERS 


CROSS-BRIDGING 


Quick shipments. 
TIMBER RINGS 


—TODAY! 


CLEVELAND STEEL SPECIALTY CO., INC. 


3765 E. 9ist STREET e CLEVELAND 5, OHIO 
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Created by Builders... 
FOR Builders. Always 
in demand for build- 
ing or remodeling. 


Also... CLEVELAND Joist and Plate 
Anchors © Post Caps and Bases @ Wall 
Plates e Plate Washers @ Anchor Bolts. 


Send for complete CLEVELAND Catalog 





Door Swing Chek for Screen, 
Storm and Combination Doors 
The Door Swing Chek which pre- 
vents damage to screen, storm and 
combination doors subject to being 
blown open by the wind, is made 
with solid bronze brackets, bethen- 
ized springs, heavy copper-coated 
steel chain complete with plated 
screws. The manufacturer reports 





that a Door Swing Chek takes only 
a minute to install, and only a 
screw driver is required to do the 
job. The chek is rust-proof. Swing 
Door Cheks are individually boxed 
and packaged 12 to a colorful, two- 
color counter display box. Write 
Acme Sprinklers, Dept. AL, 412 
Walbridge St., Kalamazoo 3, Mich. 


New Onsrud Portable Router 


A new Onsrud unit, the W-215 
Router, is now available for a wide 
variety of production operations in 
routing or shaping. It’s built for 
routing four quarter and_ six 
quarter plywood and other heavy 
materials including aluminum. Ap- 
plication for this unit is in the 





routing out of open panels such 
as in plywood sink tops, window 
openings in trailer and coach 
bodies and shaping dinette tops to 
size (from plywood panels). The 
high speed rotation of the cutter 
results in a smooth edge free of 
any lifting of grain. The large 
plate fixture which is a part of the 
router also acts as a rest upon 
which the entire weight of the 
router rides as the work is _ per- 
formed. Many similar operations 
can be performed, another typical 
one being the partial cut-out of 
window openings in plywood wall 
sections used in_ prefabricated 
houses. Write Onsrud Machine 
Works, Inc., Dept. AL, 3900 Pal- 
mer St., Chicago 47, Ill. Ask for 
Bulletin 1131. 


SEND FOR THESE: 





Portable Electric Tools, Inc. has 
just issued a new ecatalog, No. 50A, 
illustrating and describing the com- 
pany’s complete line of Hi-Power and 
Zephyr models of portable electric 
drills, hand saws, paint sprayers, 
paint brush cleaners, and drill kits. 
This catalog gives complete specifica- 
tions on all the portable electric 
tools, and information on the attach- 
ments and accessories that can be 
used with the manufacturer’s %4-inch 
electric drills for sanding, grinding, 
polishing, buffing, etc. Write Portable 
Electric Tools, Inc., Dept. AL, 335 
West 83rd St., Chicago 20, IIll.; in 
Canada: Portable Electric Tools, 
Ltd., 369 Danforth Road, Toronto 13, 
Ontario. 


The “How To Handle It” issue of 
the Material Handling News is now 
ready for distribution. Its striking 
cover immediately stimulates lively 
interest and impels what is bound to 
be profitable perusal of the contents. 
Applications of Clark fork-lift trucks 
and attachments are pictured lavishly 
throughout the new issue of the Ma- 
terial Handling News. Clark machines 
are shown at work throughout the 
world, and in occupations that to 
many fork-truck users will be new 
and exciting. The magazine is spar- 
ing of words and generous with il- 
lustrations. For copies write Indus- 
trial Truck Division, Dept. AL, Clark 
Equipment Company, Battle Creek, 
Mich. Signatures should include the 
writer’s position in his company. 


The X-Ray Color Selector is design- 
ed for Briggs distributors and plumb- 
ing dealers to assist Mr. & Mrs. 
Homemaker in selecting their choice 
of fixture, wall and ceiling colors for 
a new or remodeled bath or powder 
room. Sold as a promotion depart- 
ment sales tool, the book is available 
through Briggs authorized distribu- 
tors. It is bound in a simulated ma- 
roon leather binder and directions for 
using the five colored fixture flip-flop 
transparencies with the eight ceiling 
and nine wall colors appear on the in- 
side front cover. Write Briggs Manu- 
facturing Co., Dept. AL, Detroit 11, 
Mich. 
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e in the service of 


LUMBERMEN 


@ Specialists in protection for 
the lumber industry. 


@ professional safety engineers 


@ more than 90 branch claim offices 
coast to coast and in Canada. 





Substantial dividends have been returned to 
policyholders since organization in 1912. 





Lumbermens..- 4 GUL) CMY 


Operating in New York state as 
Lumbermen's Mutual Casualty Company of Illinois 


James $. Kemper, chairman ¢ H. G. Kemper, president 
Chicago 





WEL-BILT FOLD-A-WAY 


STAIRWAY 


@ SAVES SPACE e@ IDEAL FOR SMALL HOMES 
@ ADDS EXTRA ROOM AT SMALL COST 

Every home should have a WEL-BILT STAIRWAY. 
Wasted attic space can be easily converted into 


valuable storage space, extra bedroom or playroom 
for the children. 


Wel-Bilt Stairways come assembled. THEY ARE easy 
to install at little expense and easy to operate. 


SOLD BY LEADING DISTRIBUTORS 
FROM COAST TO COAST 






Manufactured by 


THE WEL-BILT PRODUCTS CO. 


P. O. Box No. 95 Memphis, Tennessee 


EFFICIENT 
” 
SAFE 








rN 





peal. 








3 GREAT GARAGE DOORS 


e Complete Protection 
e Harmonious Beauty 
e Greater Economy 


CAPITOL FLUSH PANEL 


Combines beauty and utility. Panels 
electrically bonded (not nailed) to 
frame—insures rigidity—prevents 
warping—stronger, longer lasting. 
Has Taper Seal. 


er. 








4 popular sizes. 


CAPITOL TAPER SEAL 


The door for your average custom- 
Provides beauty, long trouble- 
free life, easy operation—at reason- 
able cost. 
more profits. 


CAPITOL EASY LIFT 


An attractive, one-piece competi- 
tively priced door with great ap- 
“Timber Tox” treated—ter- 
mite and rot proofed. Balanced op- 


eration—long life. 2 popular sizes. 


e Easier Installation 
e “Feather” Operation 
e Longer Life 














7. 








For you, quick sales— 
Wide range of sizes. 





See your lumber dealer or write us for full details and prices. 


CAPITOL PRODUCTS 


. O. BOX 1240 s 








-L. A. Lb. 


Lumber Corp., Cariton, Ore. 


Manufacturers 


Douglas Fir 


A Sustained Yield Operaticn 


E. J. Linke, Pres. Guy Haynes, V. P. 
Graham Griswold, Secy. & Treas. 








Yellow Pine FOR SALE Hardwoods 


Prompt ag Prior Sale, Subject to Market Changes, Fob Mill less 2% 
ADF. ne Sold Delivered. To arrive at Delivered Cost Phone your Locat 
Freight ye. ask for rate from Georgia-Main Line (Group 5) and apply 
SPA Weights shown. Hardwoods Sold Fob Mill less 2%. Full protection 
Guaranteed fer Grade and Count under SPA and NHLA Rules. You are 
assured of Good Quality in every respect. 


+2&Btr ADYP 34” RL 8tol6’ AD oie RWA&L 8tol6’ 


7 CL tx 4 S48 234 $57 6 CL 4 £28 Roh/S2s $52 
3 CL ix 5 oon 23- 21% 64 5 CL 4, 4 $2A Rgh/S2S 70 
8 CL Ix 6 S4SorC 23-214 74 3 CL 4/4 #1C&Btr $115-135-145 
7 CL Ix 8 S48, CM/SL 23-21 2223 76 9 CL 4/4 #2B&Btr (LogRun) 

5 CL Ixt0 S4S/CM/SL 23-21-22% 74 $49-69-112-130-140 
4 CL Ixi2 S4S 24% 78 Approx %—20-35-35-10 S&FAS 
+2&Btr ADYP 35/40% 14&16’ 

8 CL 2x 4 S4S Std 25 GUM—MIXED 

6 CL 2x é S4S Std 25+ 69 9 CL 4/4 #2Com Rgh/S2S $44 
5 CL 2x 8 S4S Std 254 75 Write for prices other stock 

3 CL 2x10 Std 26% 76 Pine Sold Delivered ora Weights. 
3 CL 2xI2 S4S Std 26+ 77 Hardwoods Sold Fob 


ALL THE ABOVE STOCK WELL perl ap dh nang 
DRY AND END-TRIMMED. 
Prices shown are for Straight Cars. Add $i per MFt for 2 to 4 items. 


FLEMING LUMBER COMPANY, Columbus, Ga. 


Refer to List AL 616 oe. ha Year’’) one 3-7721 
Birmingham, Ala. Office bo 97 Powderly, Phone 8-1548 

















SPRINGFIELD, ILLINOIS 








GIVING PARTICULAR 
ATTENTION TO 
REFORESTATION 


SHORT LEAF PINE 


THE A.B. CARROLL 
LUMBER COMPANY 








Manufacturers 






and HARDWOOD 
LUMBER 






Ss 
Boards Our Specialty 


HURTSBORO, ALABAMA 


Phone 66 
WE MAKE POPLAR BEVEL SIDING 
AND RESAW PINE AND HARDWOOD 





HURTSBORO OAK FLOORING CO., INC. 


Manufacturers of High Grade 
End Matched Oak Flooring 
in 25/32 and 1/2 in. 








We are in a position to ship 
Oak Flooring, Block Flooring 
and Air Dried Yellow Pine 
Boards in the Same Car. 
PLANT AT 
HURTSBORO, ALABAMA 

Phone 69-3 
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Berkheiser Specialty Opens 
Retail Lumber Division 


The opening of the new retail lum- 
ber building of the Berkheiser Spe- 
cialty Company, Corinth, Miss., was 
recently celebrated with “open house.” 
This new phase of the business is 
under the management of Raymond 
E. Wadkins, a graduate of Mississippi 
State College, Starkville, Miss. The 
Berkheiser Specialty Company now 
consists of three units, the Berkheiser 
Specialty Company, the Berkheiser 
Lumber Company, and the Horace D. 
Baker Lumber Company, all with 
offices in the same building. 

The Berkheiser concern was founded 
in 1912 by the late W. H. Berkheiser 
who engaged in furniture manufac- of 1 I 
ture and specialties, as well as the Corinth, Miss., 
planing mill business. Following his 
death in 1938, his daughter Mrs. Alice 
B. Baker, took over the management. 
Familiarly known as “Miss Alice” and 
the “Boss” to the employes of the 


Baker, left, 


the business. 


planing in transit. 





MRS. ALICE B. BAKER, center, owner 


the Berkheiser Specialty 
is widely known for her 
capability in handling kiln drying and 
Her daughter Doris 
and her son Horace Baker, 
right, are associated with their mother in 
Mr. Baker owns the Berk- 


of the lumber and building industry. 
The company employs 35 persons and 
consists of the main mill, five lumber 
sheds, the office building furniture 
shop and the new retail lumber buil«- 
ing. Ed. L. Berkheiser, son of the 
founder, is superintendent of the com- 
pany’s furniture manufacturing di- 
vision. 


Westinghouse Laundry 
Equipment Dealers Get 
Personalized Advertising 


A personalized direct-mail advertis- 
ing and prospecting program for 
Westinghouse laundry equipment 
dealers was announced by R. J. Sar- 
gent, manager of the laundry equip- 
ment department. 

“This direct-mail program,” Mr. 
Sargent said, “is planned to give 
dealers a real selling tool to get more 
prospects into the store for dem- 
onstrations and sales.” 

The first mailing piece does an all- 
inclusive selling job on the new Wes- 
tinghouse Laundromat and Clothes 
Dryer. Exclusive features of the 
Laundromat and Clothes Dryer are 
included in the second mailing folder. 
The third mailing piece reviews the 
important features of the Laundromat 
and Clothes Dryer. 

The mailing of these folders is 
timed to effectively tie-in with na- 


Company, 


laning mill, furniture shop and the heiser Lumber Company which is a : oe ik 
teat company, Mrs. Pea has branch of the Specialty Co. His sister ee ee 
worked diligently in conducting a Doris has served as his secretary and — pap — 


successful business. 
_ With the opening of the new divi- 
sion, the Berkheiser firm is now 


in 1947. 


bookkeeper since he started his business 


equipped to take care of every phase 


zines, and over the radio and tele- 
vision. The dealer can supply his own 
prospect list and in addition, get a 
prospect list service for his area. 





/~ 





Makes Pickets 
at Low Cost 








rx 








A Oe a 
SCHUBERT 


Picket Cutter 






















with planer-smooth finish. No 


of picket point. 








Points 200 to 250 154" to 354" width pickets per hour 


sanding 


Adjusts to cut any degree of sharpness or bluntness 
Light enough to carry to stock pile 
—wt. only 38 Ibs.—yet strong and durable enough for 


Net price $52.50 f.o.b. Wilmette, 


ear after year use. 24'' high. Hand operated. 
required. seen handle provides easy leverage. Anyone can 
operate. Enables you to utilize odds and ends of 
lumber profitably. Send today 
for literature. 


30"' 
Seven day delivery. 


Illinois (Where state sales tax applies, add tax.) 

















H.A. SCHU BERT CO. Machinists 


WAAC) cb baton coho. O4-e 





Wilmette, Illinois 





PLANER and JOINTER KNIVES 


also high speed knives and molding cutters 


son the woodworking industry. 


TAYLOR-STILES & CO. 


Riegelsville, New Jersey 


Western Agents: 
Brown. W. VJ. Machine Co.. St. Louis. Mo: 
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| BURNER with 
CONE GRATE 


* Burns 25°, More 


* With 75°% less smoke and 
cinders. Fool proof 
We Also Build 
BOILERS — 5 TO 1200 H.P. 
TANKS and STACKS 
STRUCTURAL STEEL — 
FABRICATORS 
MERS. FLANGED & DISHED HEADS 


We Stock 
Straight & Bent Boiler Tubes 


SEATTLE BOILER WORKS 


Now in Our New Larger Modern Plant at 5237 E. Marginal Way 
SEATTLE, WASH. 




















July 1, 1950, AMERICAN LUMBERMAN & 





 aememnens 





Phe 


—-~- os 




















TAKE THE GAMBLE 
our OF ROOFING 









NAILS 


There is no risk in roofing with 
SCREWTITE ALUMINUM NAILS 
clamping that roof down! Pat- 
“= ented screw shanks hold nail in, ¥ 
~ roof on-- in any weather! Neo- 
“prene washer seals nail holes 
against the roughest rain! 


CUPPLES COMPANY; st. touts 2 















PONDEROSA PINE 


YA GOTTA MAKE CALLS 
IF YA WANTA GET RESULTS 


We solicit your inquiries 
Phone us, write us, wire us. 


SUGAR PINE 


Ask for our weekly offerings and transit car list 


H. S. CHISHOLM, INC. 
737 W. 3rd St., Reno, Nevada 
Phone: 2-9125 


DOUGLAS FIR 


TWX: RE-40 


INCENSE CEDAR’ WHITE FIR 

















PRECISION 









folding stairway 


@ No springs—Actuated 
by counterweights 


@ Easy to operate 

@ Safety treads on steps 

@ Insulated door panel 

@ Requires no attic space 
@ Shipped in one package 
Write for full information os 

PRECISION PARTS CORP. \, 


Nashville 7, Tennessee 











GILLIES BROS. & CO. Ltd. 


BRAESIDE, ONTARIO, CANADA 


gensine, WHITE PINE Stross 


Also some Norway and Spruce 


AIR-SEASONED — WATER-CURED 
Rough or Dressed 


Special. White Pine Dry Short Shorts. 
C. Sel. & B. 4/4 to 8/4 & wider x 16/71” 
1, 2, 3, 4 Com. 4/4 to 8/4 & wider x 13/71” 
Sawmills — Braeside and Temagami, Ontario 
1842 MEMBERS N.W.L.D. Assn. 1950 











3UILDING PrRopucTs MERCHANDISER 





ASK YOUR 
WHOLESALER 
FOR OUR LUMBER 





1" KILN DRIED YELLOW PINE 
Flooring, Boards, Siding, ete. 


W. M. McGowin Lumber Co. 


Pine Apple, Alabama 

















NORTHERN 
WHITE PINE 


NORWAY 
PINE 





RAINY LAKE LUMBER CO. Ltd. 


Sales Office 
2020 Chicago Title & Trust Bldg., CHICAGO 2, ILL. 


Selling the Products of J. A. Mathieu, Ltd., Rainy Lake, Ont 
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OSHKOSH WOOD PRODUCTS 


CORPORATION 
OSHKOSH. WISCONSIN 


Manufacturers of 
WOODWAY 


VENETIAN BLIND—SLATS, 
RAIL & FASCIA 
MOULDINGS—ST’D & SPEC. 
FURNITURE DIMENSION 
GLUED-UP STOCK 
COMMERCIAL KILN DRYING 
CUT STOCK 


READY-TO-ASSEMBLE 
WooD 
PARTS 













Woop ECIALIZE IN BASS. 
PINE; OTHER MADEROSA 
; ORTH 
HARDWOops AVAILABLe. 














WOODWAY quality, 
means 

Extra Profits 

for YOU 








“The Good Way to Buy 
Za WOODWAY 

















BRAND NEW 


haa TT, é! 


PORTABLE 
MULTI-USE 






WAS mege 
Now SIBBrO 


FOB MINNEAPOLIS, MINNESOTA 


America’s greatest saw 
bargain! Cuts lumber to 
4” thick. Briggs & Strat- 
ton 31/, H.P. gas engine. 
Saw cuts flue lining. 
transite pipes, steel 
sheets, copper & alum- 
inum, etc. Does work of 
$1.000 worth of saw equip- 
ment. Sharpens tools. 
Famous make, brand 
new. original crates. Lim- 
ited supply. Send_ for 
literature. 













At. 1281 


ENNIS SUPPLY CO. 





334 Ist St. N., Minneapolis 1, Minn., U.S.A. 





30,000 Inquiries About 
Ranch Plank Flooring 


Since national advertising of Bruce 
Ranch Plank Flooring began last Oc- 
tober, more than 30,000 inquiries have 
poured in from all over the country. 
Greenhaw & Rush, Inc., Memphis, 
Tenn., agency for E. L. Bruce Co., 
is responsible for the creation and 
production of this campaign which 
recently won an ABP Award of Merit 
for advertising excellence. 

Each inquiry receives an individual 
reply from the Bruce Customer Serv- 
ice Department and is forwarded to 
the nearest retail lumber dealer han- 
dling Bruce products. i. 

Ranch Plank Flooring which is fac- 
tory finished oak planks in alternate 
widths with walnut pegs was orig- 
inally offered for the popular ranch 
style house. However, it is now in 





BRUCE COWGIRL, Kay Vowell, surveys 
part of the avalanche of 30,000 inquiries 
about Ranch Plank Flooring. 


demand for Colonial homes, modern 
homes and apartments. This attractive 
product will continue to be featured 
in E. L. Bruce Co. advertisements 
throughout the 1950 campaign. 


Jay G. McKenna, Inc. 
Announces Plant Expansion 


A new addition to the manufactur- 
ing facilities of Jay G. McKenna, Inc., 
Elkhart, Ind., was recently completed. 
Since the company produces a full 
line of sliding door hardware, it is 
interesting to note that all interior 
doors in the new building slide on 
Kennatrack. The increase in floor 
space was necessitated by the grow- 


‘ing demand for sliding doors in both 


industrial and residential construc- 
tion. 


Hill-Behan Operating 
17 Plants; Ward Named 
Sales Manager 


The Hill-Behan Lumber Co., Chi- 
cago, Ill., engaged in the wholesaling 
and retailing of lumber, forest prod- 
ucts, building materials and other 
allied items, is operating 17 plants in 
Missouri and Illinois. 

The company’s Wholesale Depart- 
ment is making direct carload ship- 
ment to practically every state in 
the union. 

Gene D. Ward, recently appointed 
sales manager of the Wholesale 
Department of Hill-Behan Lumber 
Co., is well qualified to handle this 
phase of the business. Mr. Ward will 
headquarter at the Chicago office, 
5601 Elston Ave. 

Prior to his connection with the 
Hill-Behan Lumber,Co., Mr. Ward 
was associated with several concerns 
in Seattle, Wash. 





Long-Term Employes 
Honored by New England 
Distributor 


A. W. Hastings & Company, Inc. 
of Somerville and Northampton, 
Mass., staged a party termed the 
“Pre-Centennial Employe Apprecia- 
tory Dinner,” on May 20, in recog- 
nition of the years of service by 
many of the company’s employes. 
The dinner dance was planned in 
Gay Nineties style, reminiscent of 
the days when Hastings, one of New 
England’s oldest distributors of mill- 
work and other building materials, 
first opened its doors at 142 Friend 
St., Boston, in 1857. 

Before 200 employes and their 


guests, Ivan K. Hoyt presented serv- 
ice awards to those employes who 
have worked for the company 10 or 
more years. Of interest was the 
60-year award presented to Bartlett 
T. Nicholson of West Medford, Mass., 
and the 50-year award to Horace W. 
Clark of Arlington, Mass.; both re- 
ceived gold watches suitably  in- 
scribed. Others who received notable 
length of service awards were Peter 
Mirabella, 43 years; Joseph B. Col- 
liton, 41 years; William H. Cady, 39 
years; Chester W. Bower and Wil- 
liam A. Graustein, 28 years; Frank 
J. Yates, 27 years; Frederick E. 
Rimbach, 26 years; John J. Cote, 
Eugene J. Dupont, Jr., Vincent A. 
Ferrara, Milton R. Hiltz, 25 years. 
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Left to right: N. A. Jorgeson of Garden City, L. I; guest of honor, Mrs. William Arnold 
Haley, widow of Hastings’ late president; Mrs. McElligott; Robert J. McElligott, vice- 
president; Ivan K. Hoyt, president and general manager; Mrs. Hoyt; George L. White. 
Hastings’ director; Mrs. George White; Mrs. William White; William F. White, Hast- 


ings’ director. 
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| MIXED CAR SERVICE on SHED STOCK 
For the RETAIL TRADE, Featuring: 


! “= 2 - ” ad 
Soft-textured Yellow Pine Finish, Mouldings, 
j Paneling, Ceiling, Siding and Close 
Grain Flooring—"Shed Conditioned” 
in the Rough AFTER KILN DRYING 
to insure Accurate Machining 
APPALACHIAN WHITE PINE PANELING 


BALDWIN LUMBER COMPANY 


Division of WILLIAMSON TIE COMPANY 


On the main Line of SOUTHERN RAILWAY at CORNELIA, GA. 
Offering FAST DISPATCH in all Directions 


| Sales office at WILLIAMSON TIE CO., 
Jacksonville 1, Florida 





Telephone 4-5578 P. O. Drawer 1527 


































NOW AVAILABLE—the tools you need for insu- 
lation board jobs. Sharp, strong, specially ground 
blades cut through toughest insulation boards 
leaving clean, smooth 

edge. Three tools—five $ 585 

blades — attachments. Sent postage paid 

All for... anywhere in U.S.A. 

Extra Bevil-Devil Blades, of selected steel, ground to 
cul insulation board. Package of 100 for $4.00, 
postage paid. 


KIMBALL company, inc. 
. 1633 SYCAMORE ROYAL OAK, MICH. 
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C. E. Klumb Lumber Company 


C. E. (ROY) KLUMB, Sr., Owner 





Wholesale Lumber Distributors 











An Experienced Lumber Service That Knows the 
Producer's Problems and the Buyer's Needs. 


CRYSTAL SPRINGS, MISSISSIPPI 
“In the Heart of the Deep South” 


Phone 169 
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TANNEWITZ 


for Swing Saws 


SAVES 


30 Days Free Trial 


AUTOMATIC 
GAUGE 


$30 to $50 A MONTH 
IN LUMBER AND LABOR 


ORDER NOW OR SEND FOR 
CIRCULAR 


TANNEWITZ WORKS 


GRAND RAPIOS 
MICHIGAN 








BUILDING PropucTs MERCHANDISER 





Need a VAN-PACKER 


Chimney? PACKAGED CHIMNEY 


EASY SALES...EXTRA PROFITS 


@ HUNDREDS OF HOMES NEED NEW CHIMNEYS 
Old homes, new homes, summer cabins, brooder houses, motels, tourist 
cabins, resorts—there's a vast ready market right in your own community. 


@ YOU CAN’T BUY A SAFER CHIMNEY 


Underwriters’ Laboratories approve the Van-Packer Chimney 
in place of brick for gas, oil, coal or wood in any type 
home . . . one or two story. Ideal for pot type oil burners. 
Meets FHA requirements. 





@ NATIONALLY ADVERTISED IN LEADING MAGAZINES 
Thousands of inquiries from’ our ads in Better Homes, Saturday Evening 
Post, Farm Journal, Country Gentleman, American Home, etc., are referred 
direct to dealers. Complete selling literature, newspaper mats furnished 
free. 


@ COSTS 20°/, to 40°, LESS THAN BRICK 
Easily installed, summer or winter by anyone in 3 to 4 hours. Lightweight, 
needs no foundation. Suspends from ceiling or floor joists. A more effi- 
cient chimney with better draft. 


@ COMPLETELY PACKAGED FOR YOUR CONVENIENCE 
Easy to handle, minimum stock enables you to supply any | or 2 story 
house with any roof pitch. Furnished complete, ali parts for entire 
installation. < 


@ LIBERAL DISCOUNT TO DEALERS c 


Ask your jobber about Van-Packer 
Chimneys or write direct. Make 
big profits as the Van-Packer 
dealer in your territory. 


VAN-PACKER CORP. 


134 S. Clark St., Chicago 3, Ill. 









JAMES W. SEWALL COMPANY 


Consulting Foresters 


MAIN OFFICE: 


OLD TOWN, MAINE 


Phillips & Benner 
Ruttan Block, Port Arthur, Ontario 
Established 1910 





CIRCULAR SAWS 
REPAIRED 


Worn out Inserted Tooth Saws retoothed like new 
to slightly less in diameter. 


Only genuine Simonds Bits and Shanks used. 


Over 50 years’ experience 
J. H. MINER SAW MFG. COMPANY 
Meridian, Miss. 
The original Miner Service 


Write for free Lumber & Log Scale — Dept. A 
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Celotex Advertising 
Wins Award 


In the Chicago Federated Adver- 
tising Clubs annual competition, the 
advertising campaign of The Celotex 
Corporation was judged the best black 
and white product selling campaign 
of the general magazines division. 

Theme of the successful Celotex 
campaign was “Now is the time to 
build.” Designed to overcome high- 
building-cost fears and to help ad- 
vance the level of building activity, 
a series of full page and double-page 
spreads in The Saturday Evening 
Post, Better Homes and Gardens and 
other leading magazines pointed out 
that materials were again available 
in ample quantities and that latest 
developments in building techniques 
and materials make possible building 
at moderate cost today. Each adver- 
tisement featured a specific moderate 
cost home designed for Celotex by a 
nationally known architect, and a 
coupon offered the reader a Celo 
Chart containing basic information on 
the house pictured. The Celotex dealer 
was spotlighted as headquarters for 
helpful building information and de- 
pendable guidance as well as a re- 
liable source for the required building 
materials. 

Consumer response to these ads 
was beyond all expectations—so much 
so that the same theme is being con- 
tinued by Celotex in its 1950 adver- 
tising. 

The effectiveness of Celotex adver- 
tising has been further confirmed by 
the winning of two merit certificates 
in the 1950 Product Literature Com- 


petition sponsored by The American 
Institute of Architects and The Pro- 
ducers’ Council, Inc. The two specific 
pieces of literature cited were “Celo- 
tex Building Products Dealer Catalog” 
and “Celotex Acoustical Materials.” 
These awards were based on “service 
to the architect in the selection and 
specifying of building products.” 


Aluminum Nails 
Packaged by Types 


Principal applications for which 
aluminum nails are now standard are 
in wood siding, gypsum lath, cedar 
shakes, cedar shingles, asbestos roof- 
ing and siding, insulated siding, slate 
and tile roofing, and aluminum roof- 
ing. For use on aluminum roofing, 
several manufacturers of the alumi- 
nume alloy nails produce a special 
screw-cut roofing nail with a neo- 
prene washer under the head. The 
neoprene washer seals the nail open- 
ing and allows the roof to “breathe,” 


























thus reducing the pull on the nail 
head. 

Users gradually have learned that 
aiuminum should not be compared 
with other metals on a_per-pound 
basis, since aluminum is much lighter 
for the same volume and size. A 
pound of aluminum nails contains 
almost three times as many nails as 
a pound of the same size of steel or 
copper nails. 

To make the weight differential 
simpler for new users, Nichols Wire 
& Aluminum Co., Davenport, Iowa, 
packages nails by types and area of 
work to be done, rather than by the 
pound. The exact number of the 
proper nails can be purchased for 
any given job in convenient, compact, 
color-coded boxes, eliminating over- 
buying and consequent waste. As a 
result, aluminum nails are sold by 
coverage, which is how they are used, 
rather than by the pound, and a true 
cost figure is more readily apparent. 


Mower Buys Plant at Dailey; 
I. V. Anderson, Sales Manager 


The Mower Lumber Company, 
Charleston, W. Va., recently acquired 
the modern furniture dimension and 
wood parts plant at Dailey, and is 
producing solid and glued molded di- 
mension at that point. The company 
operates double band sawmills at 
Cass and Nallen, W. Va., and a 
single band mill at Dailey W. Va., 
cutting Appalachian Hardwoods, 
Spruce and Hemlock. At Cass are 
modern dry kilns, complete planing 
mill and two flooring units, producing 

















Idaho White Pine 

Douglas Fir 

White Fir 
Cedar 








Just off the press 
Use the coupon 


1006 Grand AL-7 


RUSSELL & PUGH 
LUMBER CO. 


SPRINGSTON, IDAHO 


Ponderosa Pine 


TO LUMBER DEALERS 


8000 MOULDING LIST 
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ALIFORNIA 


SUGAR & WESTERN 
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PINE AGENCY, INC. 
#1 MONTGOMERY ST. 


SAN FRANCISCO, CALIFORNIA 
SUGAR 
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California Ponderosa Pine 
Mould 
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Pattern Lumber 
Selects and 
Shop 
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and Cut Stock 




















Kansas City, Mo. 


KIRBY 
Lumber Corporation 


@ Yellow Pine 
@ Southern Hardwoods 


"A Wood for Every Purpose" 
KIRBY BUILDING 


"Is it as Good as Kirby's?” 





HOUSTON, TEXAS 
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Oz <, Maple, Birch, Beech and Cherry 
Fl: oring. 

.ppointment of Ivan V. Anderson 
as sales manager of The Mower 
Lumber Company was recently an- | 
nounced by F. Edwin Mower, presi- | 
dent. Mr. Anderson has a background 
of 25 years in the hardwood lumber , 
industry, and has a wide acquaintance 
with consumers and mills. He was 
formerly associated with the W. M. 
Ritter Lumber Company for 15 
years, and more recently, with the 


| 
Georgia-Pacific Plywood & Lumber 
Company. | 

| 
New Quarters Announced . 
Camp Chemical Co., Inc., 1560 


62nd St., Brooklyn, manufacturers of 
double-duty cesspool and septic tank 
cleaner, will move to new quarters 
within the next 60 days. The com- 
pany recently purchased a building at 
170 2nd Ave., Brooklyn, N. Y., several 
miles from the site of the present 
plant. 





Companies rbunocunce 


The Aluminum Window Manufac- 
turers Association has its headquar- 
ters at 74 Trinity Place, New York 6, 
N. Y. Herbert S. Blake, Jr., is secre- 
tary of the organization. All matters 
other than advertising are referred 
to his office. 


J. C. “Chet” Thomas has joined 
the sales staff of Aetna Plywood & 
Veneer Company, Chicago, after 29 
years experience in the millwork, 
furniture and plywood industries. 
“Chet” has a wealth of experience 
gained in production planning and 
supervision with the Baldwin Ply- 
wood & Veneer Company. He is 
familiar with all woodworking ma- 
chinery and how plywood is “worked” 
for various finished products. He will 
be traveling in the Chicago Metro- 
politan area and exhibiting Aetna’s 
new products like P.V. Hardboard, 
Plytex, Venetex, Hasko Flush Doors, 
as well as standard plywood items 
from Aetna’s widely diversified ware- 
house stock. 





Albert D. Wagen was recently ap- 
pointed Pacific Coast Divisional Di- 
rector for Pittsburgh Plate Glass 
Company’s paint division. Associated 
with Pittsburgh Plate’s paint manu- 
facturing operations since 1935, Mr. 
Wagen joined the firm as an account- 
ant at the Milwaukee plant. He was 
appointed Pacific Coast divisional ac- 
countant during 1941 and has served 
as assistant to the Divisional Director 
of west coast operations during the 
past three years. Mr. Wagen succeeds 
Louis F. Theurer who retired after 31 
years’ service with the paint division. 


Hugh P. Lynch was named major 
appliance factory representative for 
Westinghouse Electric Corporation, 
Middle-Atlantic District, Elmer M. 


Red Cedar Closet Lining 
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inns, appliance district manager, an- 
nouneed. Mr. Lynch, formerly buyer 
©" appliances and furniture for Gen- 
eral Department Stores of Hunting- 
m, W. Va., will serve the Westing- 
use distributors in Charleston and 
luefield, W. Va., and Bristol, Vir- 
¢ inia-Tennessee. 


UILDING PRopucts MERCHANDISER 


Guaranteed 90% Red Heart or Better 


100% oil content 


Suggest Cedar Lined 
Closets to Every Home 
Builder. There is 
. Nothing Better than 














Only SUPER- 
CEDAR is of 
the same uni- 
form high quali- 
ty standard that 
guarantees every 
package to contain 
90% Red Heart or 
better, and 100% oil 

content that produces 
the pleasing aroma. , 


ALL WIDTHS PUT-UP 
40 FT. TO PACKAGE 


More home builders are’ 
specifying cedar lined 
closets today than ever—and 
Brown's SUPERCEDAR is na- 
tionally advertised to thous- 
ands of new home prospects, 
architects and builders. SUPER- 
CEDAR closet lining is surfaced, 
tongue and grooved, ready to put 
on with no waste. Packaged and 
sealed with the Geo. C. Brown label 
and guarantee, famous since 1886. 


Product of 


GEO. C. BROWN & CO., Inc. 


GREENSBORO, N. C. ESTABLISHED 1886 


LARGEST MANUFACTURERS OF 
AROMATIC RED CEDAR IN THE WORLD 


A PIG’S EAR 


There is an old proverb that you 
can't make a silk purse out of a 
sow's ear 


BUT 


We make working drawings from 
sketches as shown for as little as 
THREE CENTS per FLOOR FOOT 








SEALED 
PACKAGED 
LABELED 
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Send your House Plan Redrafting to 


LUMBERMAN’S PLAN SERVICE 
PROMPT — REASONABLE 


120 Machin St. Peoria 5, Ill. 



























ADVERTISING 
PAYABLE IN ADVANCE 


American Lumberman & Building Products 
Merchandiser is published every other Satur- 
day. It publishes the largest strictly classi- 
tied advertising section in its field. 
All ads for classified section must be in Pub- 
lisher’s office 10 days preceding date of pub- 
lication. Advertisements are set in uniform 
6 point style. No cuts or special borders 
allowed. Please indicate classification de- 
sired. Publisher reserves right to classify, 
edit or reject any classified advertisement. 
No agency commission or cash discount 
allowed. 
Terms — Cash With Order 
Minimum Charge §2. 
Rates: 
1 Time —10c per word for each insertion. 
Minimum charge of 50c per line. 
3 Times —9c per word for each insertion. 
Minimum charge of 45c per line. 
6 Times — 8c per word for each insertion. 
Minimum charge of 40c per line. 
26 Times — 7c per word for each insertion. 
Minimum charge of 35c per line. 
For advertisements bearing box number count 
tive extra words. There are approximately 
5 words to a line and when less are specified 
or used, regular line rate is charged. 
When answering box numbers or 
copy for ads address them to: 


AMERICAN LUMBERMAN & 
BUILDING PRODUCTS MERCHANDISER 


139 N. Clark St., Chicago 2, III. 


mailing 








HELP WANTED 





Yard manager in a good Iowa town. Thriving 
community. Salary and commission. Address 
Box C-64, American Lumberman, Inc. 





WANTED: Moulder Man. Experienced in mill- 
work business. Must be able to set up ma- 
chine and grind own knives. Steady Work— 
Top Wages. Apply Carr & Johnston Com- 
pany. 1219 So. Washington, Peoria, Illinois. 





Wanted an experienced estimator, detailer 
and biller for special wood millwork. Address 
Box B-39, American Lumberman, Inc. 





WANTED 
We have a permanent position for a man 
familiar with Yellow Pine Mills and their 
production, who has had wholesaling experi- 
ence to supervise Yellow Pine Department in 
our Chicago office. This is an excellent op- 
portunity for the party who can qualify. This 
position carries a generous drawing account 
plus added compensation us a bonus de- 
termined by profits realized. Prefer a man 
not over forty years of age. 
EDWARD HINES LUMBER CO., 77 W. Wash- 
ington, Chicago 2, IIl. 





Wanted man with retail lumber experience 
for general office work. State age, marital 
status, past employment and salary expected. 
Small town in Central Kentucky. Address Box 
C-58, American Lumberman, Inc. 





Make real money selling All-Metal Interlock- 
ing Weatherstrip to trade. Liberal commission 
to good man. For details write E-Z-ON-, 
1009 Harvard, Evanston 52, III. 





Good opening for a young man with some 
lumber, hardware and paint experience. 
Plenty of chance for advancement. Write Box 
C-63, American Lumberman, Inc. 


WANTED: Hardwood Lumber Inspector. Have 
opening for hardwood inspector. Southern 
Michigan town. Good pay. Position perma- 
nent. Address Box C-65, American Lumber- 
man, Inc. 
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HELP WANTED 





SITUATIONS WANTED | 








USED MACHINERY WANTED 











RETAIL SALESMAN 

Experienced in all phases of hardware and 
building products. Must be ambitious and 
have good personality. Excellent ragged 
for right man. Reply by letter. State age. 
education and detailed experience. Salary 
and bonus. Hill-Behan Lumber Company, 
5601 Elston Ave., Chicago 30, Ill. Attention: 
Mr. Reading 





WOOD MILL AND SUPPLY YARD SUPERIN- 
TENDENT. large millworking plant and build- 
ing supply company located in metropolitan 
Detroit has unusual opportunity for a man 
thoroughly experienced in mill operations and 
supply yard functions. Must be able to direct 
and supervise others. In reply state age. ex- 
perience. references and salary requirements. 
Address Box C-67, American Lumberman. Inc. 


WANTED 
Experienced Detailer-Biller for permanent job 
with one of the South’s largest special mill- 
work plants. Excellent working conditions. 
McPhillips Mig. Co., Mobile, Alabama. 








Plywood salesman, door experience preferred, 
can connect with prosperous distributor. Can 
purchase all or part interest on extended 
terms. Owner retiring. Write Box C-35, 
American Lumberman, Inc. 





DOOR-MAN 


Experienced. Manufacturer in the East who 
contemplates manufacturing wood residential 
flush passage doors would like a man thor- 
oughly familiar with door standards, manu- 
facturing technique, production procedure 
and sales managership working in this field. 
This position will be either that of the man- 
ager of the department or if a man cannot be 
found to qualify for the over-all picture it 
will be that of sales manager. To be con- 
sidered reply must contain full particulars. 
Write P-24, P.O. Box 3414, Phila. 22, Pa. 





WANTED—Salesman capable of earning $25.- 
000,00 per year in Chicago territory selling 
for out of town wholesaler. 


Must be go-getter of excellent character and 
knowledge of western woods and fair amount 
of sales experience. 


Man who meets these specifications will earn 
at least $12,000.00 in order to be satisfactory 
to us, and could make $25,000.00 or more, if 
he is the right man, on basis of drawing ac- 
count and profit sharing. 


Address Box C-72, American Lumberman, Inc. 








SITUATIONS WANTED 


Experienced lumberman desires position as 
manager, twenty years experience, proven 
ability and excellent references. Address Box 
C-33, American Lumberman, Inc. 











Competent Estimator with excellent record 
both stock and special woodwork desires 
change to permanent position. Address Box 
C-34, American Lumberman, Inc. 





Successful builder and estimator of homes 
and light construction, age 40, supervision of 
own mill operations. Selling out, seek con- 
nection with established retail or wholesale 
lumber company: in sales, operations or man- 
agement. Bank and commercial references. 
West of Mississippi River preferred. Available 
September Ist. Address Box C-47, American 
Lumberman, Inc. 





Lumberman, age 38, capable accountant. 
wishes position with small growing firm. 
Address Box C-57, American Lumberman, Inc. 





Experienced and Capable Yard Manager, now 
employed. desires to locate in Michigan with 
a@ sound progressive organization. Might con- 
sider buying interest in small yard under 
right conditions. Address Box C-60, American 
Lumberman, Inc. 
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Experienced Lumberman 
Open for position as Foreman or Tallyman. 
Address Box C-62, American Lumberman, Inc. 


One 4 or 6 drum sander. _ and lower 
drums. General Door Mfg. «. West Bend, 
Wisconsin. 





WANTED: POSITION AS BOOKKEEPER 
Twenty years general office, taxes and ad- 
justing. Pleasant personality. 50, excellent 
ealth, unquestionable character. Good on 
detail. Give orders, take ‘em. Your interests 
my interests. Address Box C-50, American 
Lumberman, Inc. 





SALES REPRESENTATION 
AVAILABLE 











I want Lumber millwork and plywood to sell 
on commission in this City. Frank M. Pierson, 
5515 H M C Str., Houston, Texas. 








— 


LUMBER & DIMENSION 
WANTED 








WANTED TO BUY: One to five carloads of 
either Western Red Cedar or Redwood 1x3 
fence pickets: also Western Red Cedar in the 
following dimensions: 1x3, 3x4 and 4x4 S4S, 
No. 1 Common, — or dry. Bulk of mate- 
rial we are seeking to be random lengths. 
Please specify price F.O.B. Central Islip, 
Long Island, New York. which takes the 
$1.18 transcontinental rate. 
KAUFMAN-ALLIED, 139-24—224th St. 
Laurelton 13, L.I. New York 





Can use 5 cars 10/4 monthly green or kiln 
dried Ponderosa shop R/W and R/L: Also 
some 8/4. Blue stain permissible. Prompt 
payment. Advise price delivered. Beau Prod- 
ucts Company, East Berlin, Pennsylvania. 





WANTED—PLYWOOD 
Any Quantity—All Sizes—We pay cash. 
TOLEDO PLYWOOD CO. 
1011 N. Westwood Toledo, Ohio 


We can constantly use cars of Ponderosa 
squares 2l/, x 314, 2 x 2\/, rough or 1%, or 
1 13/16 rough x 21/2 surfaced. Lengths 3 feet 
or longer, blue stain permissible. Some knots 
okay. Green or kiln dried to 10%. Can also 
use 8/4 plank. Beau Products Company, 
East Berlin, Penna. 


WANTED TO BUY— 
MISCELLANEOUS 











—— 








RAILS WANTED 
Any weight—Any tonnage 


W. H. DYER CO., INC. 
1859A Railway Exch. Bldg., St. Louis 1, Mo. 





STEEL RAILS WANTED 
Any Quantity — Any Size 
Secure our price before selling 


MIDWEST STEEL CORPORATION 
Charleston, W. Va. 





WANTED—D Shavings and Sawdust. Ad- 
dress Box B-57, American Lumberman, Inc. 





Source for Drafting Table Tops pine, Bass- 
wood, sizes up to 42” & 72". 
Address Box C-68, American Lumberman, Inc. 





~ BUSINESS OPPORTUNITIES 








Medium sized retail yard in Suffolk County. 
Small investment required. Will consider an 
active and experienced associate. Reply to 
Box C-4l, American Lumberman, Inc. 





Sales Manager Railroad Sales Division to take 
complete charge of exclusive railroad depart- 
ment, oo and selling southern pine and 
hardwoods and also western items to rail- 
roads, car companies, etc. Old established 
firm, plenty of competitive tonnage. Experi- 
ence and references are necessary. Compen- 
sation on incentive basis. Excellent oppor- 
tunity for the right man as department is in 
active operation now. Address Box C-59, 
American Lumberman, Inc. 





— 


Wanted: Three drum endless bed der, Nar. 
row machine preferred, belt driven. Also; 
American Blind Slat Resaw to rip stock § 
inches long. Address Box C-61, American 
Lumberman, Inc. 








Wanted: Army Trucks—GMC 6x6 Banjo Type, 
Long Wheel base — Also diesel loaders 
mounted on trucks. Address Box C-69, Ameri- 
can Lumberman. Inc. 





LUMBER & DIMENSION | 
FOR SALE 








FOR SALE 


MOULDING AND SELECT GRADES PON. 
DEROSA PINE LUMBER for millwork trade. 
Stock air-dried to average approximately 12 
and classification based on WPA rulings. We 
sell only car load and trailer lots from our 
warehouse in Laredo. We solicit inquiries, 


mM... 6. = 
porter— orter 
309 Sames-Moore Bldg. Laredo, Texas 





DRY LUMBER FOR SALE 


6/4 4° & wdr. Jack Pine 1 x 4 & wdr. Aspen 
or Popple R/L, 8/4 Aspen or Popple 4” 6 
wdr. R/L, also 5/4 & 6/4, 1 x 4 & wdr. R/L 
Northern Pine all above #4 and better. 1 x 4 
& wdr. #5 White Pine heavy to 8° & wdr. 
2/4 8’ #1 and 2 Pine. Will mill to suit your 
requirements. Write for F.O.B. Virginia 
prices. 


W. T. BAILEY LUMBER COMPANY 
VIRGINIA, MINNESOTA 








MISCELLANEOUS—FOR SALE 








ARCOIL OIL BURNERS 
with MINNEAPOLIS CONTROLS $70.00. 


Arcoil Co., 23 Broad St., Newark 4, N. J. 





For Sale: Large areas in the Upper Peninsula 
of Michigan. Have lakes and streams, 
accessible, and suitable for private hunting, 
fishing, or resort developments. Write Box 
C-49, American Lumberman, Inc. 





Advertising Yardsticks ; 
Basswood and Hardwood. Reasonable prices. 
prompt delivery. F. M. Mosedale Co., St. 
Charles, Ill. 


CARPENTERS APRONS 
Write for prices and information. 
THE MINNESOTA SPECIALTY CO.., Inc. 
Minneapolis, Minn. 








New Modern chrome plated, concave knob. 
sizes 11/2"",, 1%"’, 21/4"" suitable for all cabi- 
nets, drawers, etc. Write for prices. Defiance 
Products Company, 1152 St. John Pl., Brook- 
lyn. N. Y. 





ADVERTISING CARPENTER PENCILS 
Write For A Free Sample 


THE WILMAR COMPANY 
Lewisburg 2, Tenn. 








BAGS FOR SALE 








King Nail Bags—(larger opening) 
Sacks—Paper or Cloth. 
Hosking Paper Co., Wilmette, Ill. 


BUSINESSES FOR SALE 














FOR SALE: Well established lumber and 
building supply yard with marine railway 
and boat business in connection, located in 
Eastern Wisconsin on Lake Michigan. Land 
and good buildings including home and well 
equipped shop plus warehouses and sales 
room. Inventory approximately $20,000. Owner 
must move for health reasons. Address Box 
C-48, American Lumberman, Inc. 


July 1, 1950, AMERICAN LUMBERMAN & 














